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To assist Credit Departments in performing a more efficient credit 
control on past due accounts, we have several times during the past 
few years revised the Age Analysis form reproduced below. Over 
100,000 have been sold to date, testifying to its success. 


It is especially effective for smaller stores for use in collection 


follow-up and freezing accounts. 


100, $1.00; 500, $4.00; 1,000, $7.50. Postage extra. Special prices on 
larger quantities. Order Age Analysis Form No. 721, today, from 


your Credit Bureau or National Office. 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building 


: The size is 11” x 14” and they are padded 100 to a pad. Prices: 


St. Louis 3, Mo. 
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In the interest of efficient credit control accounts past due more than 60 days or accounts in 
an overbought condition should be reported to the Credit Bureau, 





Form 721—National Retail Credit Association—Saint Louis 
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OWe Bond Selling Responsibilities Double! 


Starting September 9th, your Government will conduct the 
greatest drive for dollars from individuals in the history of the 


world—the 3rd War Loan. 


This money, to finance the invasion phase of the war, must 
come in large part from individuals on payrolls. 


Right here’s where YOUR bond selling responsibilities 
DOUBLE! 


For this extra money must be raised in addition to keeping the 
already established Pay Roll Allotment Plan steadily climbing. 
At the same time, every individual on Pay Roll Allotment 
must be urged to dig deep into his pocket to buy extra bonds, 
in order to play his full part in the 3rd War Loan. 


Your now doubled duties call for these two steps: 
1. If you are in charge of your Pay Roll Plan, check up on 


it at once—or see that whoever is in charge, does so. See 
that it is hitting on all cylinders—and keep it climbing! Sharply 


* 


increased Pay Roll percentages are the best warranty of sufh- 
cient post war purchasing power to keep the nation’s plants 
(and yours) busy. 


2. In the 3rd War Loan, every individual on the Pay Roll 
Plan will be asked to put an extra two weeks salary into War 
Bonds—over and above his regular allotment. Appoint your- 
self as one of the salesmen—and see that this sales force has 
every opportunity to do a real selling job. The sale of these 
extra bonds cuts the inflationary gap and builds added post- 
war purchasing power. 


Financing this war is a tremendous task—but 130,000,000 
Americans are going to sce it through 100°(! This is their own 
best individual opportunity to share in winning the war. The 
more frequently and more intelligently this sales story is told, 
the better the average citizen can be made to understand the 
wisdom of turning every available loose dollar into the finest 
and safest investment in the world—United States War Bonds. 


BACK THE ATTACK i With War Bonds! 


rHIS SPACE IS A CONTRIBUTION TO VICTORY TODAY AND SOUND BUSINESS TOMORROW BY 
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Be sure to see 


the new 


N.R.C.A. 
De Luxe Stichers 


on the 
back cover of this 


issue! 
It will pay you to 


look at them 


NOW. 
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MANPOWER SHORTAGE 
SHAKING YOUR 
CREDIT SYSTEM? 


Strengthen it this way... 
With fewer employees to do the job, all unnecessary 
work must be cut out today. You can reduce time- 
taking bookkeeping, cut out much detail, AND still 
have an ad ft credit system .. . with 
Rand McNally’ s simplified Budget Coupon Book plan. 
Write today for full details. 
RAND McNALLY & COMPANY, Dept. C-93 

536 South Clark Street, Chicago 5 

111 Eighth Avenue, New York City 11 

559 Mission Street, San Francisco 5 








RAND MCNALLY 
Budget Coupon Books 
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ANOTHER KARDEX CUSTOMER HISTORY 
RECORD USER 


NORTON 
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THIS is but one small section of the Kardex 
Customer History Record recently installed 
in this progressive Washington Department 
Store. 

As shown, it is used in conjunction with 
their pneumatic tube communicating equip- 
ment. 

Like other Kardex installations in hun- 
dreds of retail stores of every type, this sys- 
tem is here rapidly proving to be the most 
economical and efficient method of control- 
ling credit granting, maintaining a satisfactory 
collection percentage and fulfilling the oper- 
ating requirements of Regulation W. 

Operating procedures and sample forms 
of many Kardex users are available upon 
your request. In addition, the entire system 
. is fully described in our Management Con- 
3, 1879 troller MC-547-A (send for that, too) and is R e M : N G ce) | RA N D 
aang also vividly portrayed in a color film. To 
materi obtain this film, just notify the nearest BUFFALO 3, NEW YORK 

Sines Remington Rand branch office. 
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Todays Outlook 





For Tomorrow 


Dr. Harry J. O'Neill 


\ E ARE ENGAGED in the most extensive 
war in recorded history. Coming as it did 


after a great depression from which the world 
had not yet fully recovered, the economic and social dis- 
locations resulting from it will exceed anything yet 
experienced. 7 
The future outlook is not entirely dark, however; in 
fact, there are many reasons for hope. The turning point 
of the war has been reached; the war of production has 
been won; the submarine menace is being gradually over- 
come; we have gained air supremacy over the European 
and African theatres of war; and, most important, our 
people are united in the great purpose of winning the 
wer. 


United Efforts for Peace 


Furthermore, we are living in an age of research and 
experimentation, not only in the production field, but in 
the field of economic and social planning as well. Great 
effort and thought are being put forth by the best minds 
of the world to explore causes and effects in order to 
remedy as rapidly as possible the dislocations caused by 
the war. Never in the world’s history have so many 
persons been so keenly aware of the necessity for post- 
war planning in order to win the peace; to preserve the 
liberties for which we are fighting; to preserve free 
enterprise; and to make this a better world in which to 
live. 

This planning is not confined to academicians and 
professors. Business groups, industrial organizations, 
chambers of commerce, labor organizations, and civic 
bodies are putting forth earnest effort to arrive at a 
clear understanding of the picture and to find solutions 
to the problems which will confront them. 

But in spite of these positive efforts to solve progres- 
sively our postwar problems, there are negative forces 
at work. Many of those who are studying the picture 
are attempting to bring back the status quo of 1928-29. 
They are attempting to find ways and means of regain- 
ing, preserving, and extending past or present “rackets” 
which were the causes, in a large measure, of the past 
depression and the present world war. There are in- 
numerable groups who are studying, working, and plan- 
ning for selfish ends. These groups are, however, 
greatly in the minority. Most of the outstanding leaders 


*Dean, Department of Economics, School of Commerce and 
Finance, St. Louis University, St. Lovis, Mo. A talk given be- 
fore the Business Clinic of the Collection Service Division, 
Associated Credit Bureaus of America, St. Louis, June 12, 1943. 
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of business and industry recognize that we live in a 
changing world and are honestly seeking sound economic 
and social solutions to our problems. 


The question which seems to be asked most frequently 
by labor and by the public is: How much time will be 
required to convert industry from wartime to peacetime 
production? Although 75 per cent of all those employed 
in the United States are producing peacetime products, 
the reconversion question is still very important. The 
answer to this question is difficult to estimate with any 
great degree of accuracy. The length of time will, of 
course, differ from plant to plant and from industry to 
industry. In some cases it will be only a matter of 
days or weeks, but in others it will take months. In all 
probability most industries can reconvert in a six months’ 
period ; many in less time; some may require a somewhat 
longer period. It must be remembered that a given 
industry will reconvert to the production of the product 
which it has had experience in producing. If, however, 
extensive changes are made in designs and products, the 
time required for retooling and making new dies and 
equipment will, of course, lengthen the reconversion 
period. 

War in Europe 


The war in Europe will be over before that in Asia. 
But as soon as the European conflict is concluded, there 
will begin a partial reconversion to peacetime production 
so that the entire program of reconversion will not strike 
our economy all at once. 

Will not the cessation of war in Europe find the 
countries conquered and overrun by the Axis in a most 
chaotic condition? Will not this chaos affect very ad- 
versely the economy of the United States? 

The answer to the first question is yes. As these 
countries are freed by the United Nations, chaos will 
naturally exist. Complete new units of governments will 
have to be reestablished. This rebuilding of govern- 
mental units will not be an insurmountable task in most 
countries. The old patterns and units of governments 
are not entirely lost, for they still exist in the minds of 
men and in printed records. 


Every conquered nation of Europe has a government 
in exile. The governments in exile have a blueprint in 
every detail of the provisional governments they hope to 
reestablish. They even have selected the persons whom 
they hope to place in almost every unit of government. 
They have the exact procedures of assuming control 
carefully planned. These plans provide, in most cases, 
for the transfer of the provisional government to a 
government of the people by and through democratic 
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processes. As a result of these carefully laid plans, 
workable provisional governments will be set up and 
put into operation in less time than might be supposed. 

In some countries, of course, where a high degree of 
disunity existed before the war and still exists among 
strong leaders, it will take more time to reestablish 
sound governments. In such countries the United Na- 
tions’ Armies may establish a military government until 
order can be brought about. 


Economy of the United States 

As to the second question: Will not this chaos affect 
adversely the economy of the United States? There will, 
of course, be adverse repercussion for a while. These 
ill effects, however, will be largely offset by the need for 
a large volume of production in the United States to 
satisfy the wants and needs resulting from shortages in 
nearly every kind of consumer goods. Long before our 
own shortages are satisfied, governments will be re- 
established in Europe to such an extent that American 
producers will be able to produce for and trade with 
these nations on satisfactory terms. 

Will there be a severe and prolonged business depres- 
sion immediately following the cessation of hostilities? 
The answer should be definitely no. If, however, every- 
one expects a business depression and acts accordingly, 
it is possible that the short, sharp recession, which should 
not extend longer than from three to five months, might 
be greatly extended. A severe and long depression is not 
probable, however. Such depressions have occurred in 
the past only when inventories have been excessive; when 
merchants’ and manufacturers’ warehouses have been 
stacked to the roof with unsold merchandise; when the 
price level had advanced more rapidly than the national 
income; when the general public had been on a buying 
spree for some time; when the consumer had mortgaged 
heavily his future through installment purchases. 

Conditions exactly the reverse of these will character- 
ize the close of this war. Inventories will be low or 
nonexistent in many lines; there will be plenty of pur- 
chasing power in the hands of the masses of consumers; 
most consumers will be out of debt, since installment 
credit and consumer goods have both been limited. 
Coupled with the above conditions is the further fact that 
most workers have been buying defense bonds which they 
will sell in order to buy the goods they want. 


Repairing the Ravages of War 
The whole world will need to be rebuilt and re- 
furnished to repair the ravages of war. There will be a 
tremendous demand for the products of American mass 
industries—a demand far exceeding that following the 
last war. From the above it seems reasonable to conclude 
that there will not be a severe recession immediately fol- 
lowing World War II. Nor need there ever be such a 
depression if men and nations plan definitely and wisely 
for the prosperity and well-being of the masses of 
humanity. This means as a minimum that such adjust- 
ments must be made in our economy, that every person 
who wants to work can find a job at a living wage and 
that capital, honestly and prudently invested, may re- 
ceive a fair rate of return. 
How long will heavy tax burdens continue? The 
answer, which no one knows at present, depends primarily 
upon the duration of the war, the ultimate size of the 


national debt, the amount of postwar spending for public 
works, the price level and, last but not least, the desire 
of taxpayers to reduce their tax burden. 

It is certain that if the war should last until our 
national debt reached 250 to 300 billion dollars, the 
servicing and gradual reduction of such an astronomical 
debt would be practically impossible on the present price 
level. Impossible because taxpayers would feel that way 
about it. 


Two Methods of Reducing Tax Burden 


There are two possible methods of reducing the tax 
burden due to our national debt. These are: (1) repu- 
diation; and (2) inflation. Repudiation is an obnoxious 
method. It would meet with strong general disapproval. 
If that method is eliminated, then the alternative method 
of inflation is likely to be used. If the present price level 
should be doubled, that is increased 100 per cent, the 
tax burden would be reduced by at least one-half. 

Is inflation likely to occur? The answer is that it is 
occurring and it will proceed much farther unless the 
government and the people use means in their power 
to control it. This is not being done at the present time, 
nor is it likely to be done until inflation proceeds farther 
than it has up to the present. Congress does not seem 
in a mood to act strongly enough at the present time. 

Are. there groups in the United States who would wel- 
come what they consider a reasonable amount of infla- 
tion? Certainly in the postwar period taxpayers will 
demand relief from the burden of taxes, speculators of 
all kinds almost always favor inflation, farmers like 
higher prices for their products, and labor likes higher 
money wages. 

In the postwar period the accumulated savings in the 
form of war bonds and stamps in the hands of workers 
will come into the market to buy goods which could not 
be purchased during the war. The huge volume of new 
money created through the sale of war bonds to com- 
mercial banks will continue for several years to be a 
powerful factor in bringing about inflation or higher 
prices. Never in the history of the United States have 
there been as many and as powerful inflationary forces 
present. Unless the administration, the Congress and 
the people use every possible means to control these 
forces, a dangerous degree of inflation is highly probable. 
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Special Offer 


The PROTECTIVE MAGAZINE for mer- 
chants and affiliated credit bureaus is a four 
page monthly publication of The William J. 
Burns International Detective Agency, 101 
Park Avenue, New York 17, N. Y. It con- 
tains descriptions, pictures, handwritings, and 
methods of operation of many bad check 
passers operating against the merchants of 
the country. Any one item alone would save 
merchants thousands of dollars if this maga- 
zine is well circulated. The regular subscrip- 
tion price is $3.00 a year. Members of the 
National Retail Credit Association and the 
Associated Credit Bureaus of America can 
now subscribe at only $2.00 a year. To secure 
this special rate, orders must be sent to your 
local Credit Bureau. 
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1942 Retail Credit Survey 


CCORDING TO the Retail Credit Survey,’ 
credit sales in 1942 amounted to about 15 billion 
dollars, or about 22 per cent less than in 1941. 

Cash sales, however, increased by 6 billion dollars so 
that total sales in 1942, 56 billion dollars, were 4 per 
cent above 1941. Almost all of the decline in credit 
sales was in instalment sales, since transactions based on 
charge-account credit declined only slightly. In the fol- 
lowing table and chart the distribution of sales by type 
for the years 1939-1942 is shown. 


ESTIMATED RETAIL SALES, BY TYPE OF TRANSACTION 











Type of trans- \In billions of dollars ae > — 
acti AA Tn 

meh __ | 1989 | 1940] 1941 | 1942 | 1939 | 1940 | 1941 | 1942 
sancemnonncecn | ME Tae Tene 14i.8 | Gl Ot Gl 
account___.-. 9.9 | 10.7 | 12.5 | 12.3 23 23 23 22 
Installment —--- ones 4.9) 5.8 6.8 | 2.8 12 13 3 5 
__ Total ——----_-_-- | 42.0 |45.8 | 54.2 [56.2 | 100 | 100 | 100 | 100_ 
NOTE Iietimates of total retail sales compiled by the 


Bureau of Foreign and Domestic Commerce, United States De- 
partment of Commerce. Sales by type of transaction are based 
on data from the Census of American Business for 1939, pro- 
jected by the Retail Credit Survey for subsequent years with 
appropriate allowances in cash sales to adjust for bias in the 
Survey sample. 


At the top of the next page there is shown a table 
of sales by type of payment for the major lines covered 
in the Survey as well as a percentage distribution of the 
sales. It is immediately: evident that the vast changes 
in the distribution of sales among various types of trade 
outlets were accompanied by substantial variations in the 
credit structure of sales. The most striking characteristic 
of retail trade in 1942 was the very considerable increase 
in cash sales. Instalment sales, which declined generally, 
have usually been most important in the durable-goods 
lines where the greatest total sales decreases were re- 
ported. Charge-account sales declined in some lines and 
increased in others but were generally a smaller propor- 
tion of total sales. The greater relative reductions in 
charge-account sales appear to have been in those lines 
covered by Regulation W. 


Charge-Account Sales and Receivables 
Charge-account sales were subjected to regulation in 
May 1942 by Amendment 4 to Regulation W. It was 
required that neither charge-account nor instalment 
credit for listed articles should be granted customers who 
had any unpaid balances due on charge accounts on the 
10th of the second month following the month of pur- 
chase for any commodity. At department stores, for 
which monthly figures are available, it appears that this 
regulation made a sharp difference in the use of charge- 
account credit. Prior to May 1942 there had been a 
slight increase in the proportion of business done on a 
cash basis but not a very substantial one. In May 1942 





1The Retail Credit Survey, which was formerly conducted by 
the Bureau of Foreign and Domestic Commerce of the Depart- 
ment of Commerce, was transferred to the Board of Governors 
of the Federal Reserve System as a part of the program for 
centralizing the collection and analysis of consumer credit 
statistics. The canvass for the 1942 Survey, the first conducted 
by the Federal Reserve System, was carried out by the Federal 
Reserve Banks, and the analysis of the results was made in the 
Division of Research and Statistics of the Board of Governors. 
This article presents a general summary of the analysis. 
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and also in June, there was an immediate falling off of 
charge-account sales, even though July 10 was the first 
date on which the penalties of the regulation were 
effective. Part of this change may have been in anticipa- 
tion of the necessity of cleaning up long-overdue charge 
accounts and some of it may have been in response to the 
seventh point of the President’s anti-inflationary program 
announced in April 1942. In July, when the first formal 
“freeze” date arrived, there was an appreciable retarda- 
tion of charge-account sales. During following months 
charge-accounts sales appear to have been further checked 
though not so much as during the summer months. By 
the middle of the fall, charge-account sales at department 
stores were approaching former levels. 

The expedited collection of charge accounts, of course 
substantially reduced,the receivables of this type and, 
even though sales have returned nearly to former levels, 
receivables have remained relatively low. During recent 
months both charge-account sales and charge accounts 
receivable have tended to stabilize in their new relation- 
ship and to follow much the same course as total sales. 
Department store charge-account receivables and sales 
and the average number of days charge accounts were 
outstanding for 1941 and 1942 are shown in the chart. 

The monthly figures for furniture stores now collected 
by the Reserve System are not as complete as those for 
department stores but appear to reflect about the same 
pattern. 

In the other lines of trade covered by the Retail 
Credit Survey, only annual figures are available. The 
comparisons between the annual data for 1941 and 1942 
are shown in the first table on the next page. 

On this broad basis of fact precise conclusions cannot 
be drawn but it appears that the general course of charge- 
account sales in other lines was about the same as that 
for department stores. Except where there were big 
decreases in total sales, such as for automobile dealers, 
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SALES BY TYPE OF TRANSACTION AND BY KIND OF BUSINESS 
‘s Number| Percentage change, 1941 to 1942 Percentage of total sales 
of 
< on . Charge-| Instal- Cash sales Charge- Instalment 
Kind of business a Total cote account| ment a account sales sales 
ing | ““°S || Sales | sales | sales |i] | 1942 | 1941 | 1942 | 1941 | 1942 
ILL ADE 465 +14 | +31 +1 is | 48 55 44 39 8 6 
Men’s clothing stores 218 +12 |} +38 3 17 39 47 56 49 5 | 4 
Women’s specialty stores_.........----- 170 +14 1 +40) +1 +20 | 32 39 65 57 3 4 
SN ee a eas 166 +27 !] +36 ee Bee! | 66 70 34* i, es Se . 
ee ea 574 6 || +48 +5 15 | 10 15 12 14 78 71 
~y Household appliance store 393 a3 +7 4 | 12 19 25 33 63 a 
NE Se ERTL te AE LPR 162 +15 || +63 11 | ; 43 23 21 46 | 36 
Lumber and building material dealers__ 377 +7 | 27 +6 17 8 91 91 1 | 1 
Heating and plumbing equipment dealers 135 . i +7 0 36 Ss 9 87 88 5 | 3 
60 ee a 218 +7 \ +29 +1 | 23 30 36 | SlC62 58 = 4 6 
| | 
Automobile dealers__.-----~- senile 147 73 «|| ~-74 42 | S4 45 44 | 14 3 41 | 25 
Automobile tire and accessory stores____ 525 24 || +14 25 52 | 0 30 56 55 24 15 
| 
50 OG EE ERE, 2,070 +25 «|| 429 a | go 85 18 EE ee a 
ee EE ER NTT ION 128 +27 } +29 ey eaerers | 17 17 83* BE Sencnseck ong 3 
Coal, fuel oil, and wood dealers_____-___ 232 +15 +25 +12 13 25 27 i 72 = ee 
40 *Includes a negligible amount of instalment sales. 
automobile tire and accessory stores, and household appli- the end of the year to such sales during the year for 1941 
a ance stores, charge-account sales in 1942 were generally and 1942 with trade lines grouped as “regulated” and 
about the same or somewhat above 1941 levels. Charge “unregulated,” is shown in the next table. Since the 
accounts receivable, however, declined In all trade lines regulation applies to specific articles, and not to dealers, 
+ 20 except milk dealers where sales of this type had increased a precise classification of retail outlets along these lines is 
DEPARTMENT STORES not exactly accurate but the one here shown is meaningful 
CHARGE - ACCOUNT SALES AND RECEIVABLES for the purpose of general comparison. 
10 INDEX ome ; 1941 AVERAGE + 100 INDEX : , y 
180 | 7 | 180 These data, together with other available evidence, 
160 | ‘ y | 160 indicate that the regulation was a substantial factor in 
° ’ ; 2 b 
| | hastening collections and reducing charge accounts receiv- 
140 | = ee able. Not only did retailers apply the discipline attaching 
ff of SALES to a “frozen” account to listed articles as they are re- 
ot of 120 - DURING MONTH 120 ° ° 
first quired to do by the regulation, but many of them made 
were 100 |-* ~—-—4 100 the discipline applicable to all articles they sold. In 
\ Pi ; ‘ : 
ee addition, some retailers, though not in any substantive 
icipa- _ 2 ; ae ‘ a : 
harge | 7 | way affected by the regulation, used it to spur their 
/ RECEIVABLES : “tions 
ie ee \ ie RS RECENABLES ee collections. 
gram | | : . 
40 lL. " — ~~ =e (inate Gp PERCENTAGE OF CHARGE ACCOUNTS RECEIVABLE AT END OF 
rmal YEAR TO ANNUAL CHARGE-ACCOUNT SALES 
arda- "BO | OF Days AVERAGE REPAYMENT PERIOD — _NUMBER OF Days Per- 
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Postwar Conditions Depend on What 
Planners Think in the Present 


Louis Spencer 


RAY ion TO THE INSTINCT of self-preserva- 


tion and procreation, man’s greatest compulsion 
is his desire to know what the future holds in 
store for him. In the ancient 


es 


If there are those who are so blind in their own con- 
ceit that they doubt if the people will insist on winning 
their economic and social victories, as well as their mili- 
tary victory, they will henceforth constitute our most 
unrealistic thinkers. The true realists at this time are 
those who understand that the common people, who are 
sacrificing to win this war, are 





days, the mightiest of rulers con- 
sulted the prophets and sooth- 
sayers of their period, who in 
turn were supposed to read the 
stars, or to obtain advance infor- 
mation regarding the destinies of 
their patrons from some mysteri- 
ous, occult powers they pro- 
fessed to possess. 

In the light of present under- 
standing it is safe to presume 
that these “wise men” of olden 
times were probably fakirs only 
in the sense that they posed as 
being very nearly omnipotent. 
They were probably more intelligent and better educated 
than their confreres. ‘They were probably keen observers 
and splendid students of human nature. They were 
probably more analytical and astute; consequently, all 
they had to do was to keep abreast of current events, and 
current thinking. When they knew what was transpir- 
ing, and what the masses were thinking about, they could 
weigh the facts, come to reasonable conclusions, and pre- 
dict with more than ordinary accuracy what would even- 
tually come to pass. In so far as they practiced such a 
procedure, they were indeed men of wisdom; for it is 
recorded as a monumental truth that thought is the 
mainspring of human destiny. As people think, so shall 
events be tinged. 

This has been called the people’s war. The designa- 
tion implies that this war is being fought by the people 
as a whole, for the people as a whole. It differs from the 
many wars of the past which were often instigated by 
diplomatic intrigues, fought by mercenaries, and won 
for the aggrandizement of a ruler, or a nation. 

This war of the people is being waged not only to 
overcome the united powers and their evil menace to 
democratic ideals, but in addition it is being fought to 
establish a more equitable opportunity for the common 
man. ‘The people are fighting for freedom from fear 
that may be attack by military might. But they are also 
fighting for freedom from fear that economic and social 
policies may exploit, or enslave them. 


rrr rrr rrr 





*Mr. Spencer is General Manager, Spencer Collection 
Service, Oakland, California. 
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Lives there a man with mind so dead, 
Who never to himself hath said: 
“When postwar days have come at last, 
Things will be different than in the past’’? 


But, live there men with minds so keen, 
Who now can vision what’s unseen? 
Who can predict with certainty, 
Just what the difference is going to be? 


Only men who know that thought 

Has fathered all that men have wrought, 
Will know that future ways will bend, 

To the universal thinking trend. 





> 


definitely going to make their 
weight felt in our future political 
and economic policies. 

The hallmark of intelligence 
is the ability to anticipate the 
demand for improvement. The 
handmaiden of such intelligence 
is courage to meet the demand 
with alacrity—even before the 
demand has been peremptorily 
expressed. 

Men in business should view 
the situation without prejudice, 
recognize the weak spots in their 
armor, admit the justification 
for criticism. Then they should resolve to correct their 
faults. But first of all, men in business must get many 
a weed-idea out of their minds, while learning to think 
in terms of the greatest good for the greatest number. 
The old order which condoned predatory business tactics 
is dead, even if not as yet buried. 

Only the very dense are unaware that there has been 
a marked unrest among the common people which has 
existed for many years. This unrest is difficult to define 
in all its manifestations. But just as the experienced 
cowboy knows intuitively by the way the herd behaves 
when a stampede is in the making, so do students of 
human behavior sense that the mass public is getting 
riper and riper for a concerted revolt against political 
and business methods that are opposed to the popular 
idea of economic justice. ; 





The foregoing is not intended to imply that all business 
methods are vicious, or that even a majority of such 
methods are not as bright and clean as a hound’s tooth. 
However, it is intended to imply that all branches of 
business have their rotten spots, and that these imper- 
fections in policy, like the decayed apple in the barrel, 
have been responsible for much of the dissatisfactions 
that have materialized. Unless they are eradicated, they 
may ruin the bountiful repast we hope to enjoy in the 
postwar era. 

The thoughtless assumption that labor is a commodity 
to be exploited whenever possible, should be relinquished ; 
for nearly everyone must dispose of his services, and no 
one wants to be exploited by another. The shortsighted 
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idea that it is legitimate for the seller to high-pressure 
a buyer to purchase beyond his means, and then to 
harass him about the debt he was bludgeoned into creat- 
ing, should give way to a more sensible and honorable 
method of salesmanship. Everyone is a buyer, and no 
buyer wants to be imposed upon simply because he may 
not be as astute as the seller. 

The belief, that anyone is justified in using his superior 
knowledge and economic strength to take an unfair 
advantage of another, should be regarded as unworthy 
by men who would be regarded as being respectable. 
There should be conscience in business as well as clever- 
ness. 

Unless the businessmen of the nation begin at once to 
think in more enlightened terms, they may expect post- 
war conditions to be hectic and laden with potential 
disaster. The public demand is for a practicable applica- 
tion of the Golden Rule in all human relations. This is 
not the opinion of a religious fanatic, but the considered 
opinion of all intelligent men who have access to the 
thoughts of the masses at this critical period. 

Everywhere in the nation businessmen are wondering 
what will happen when the war is won, and when they 
must face the task of reestablishing a peacetime economy. 
Let them convince themselves that improvements in 
policies are demanded, and let them determine to establish 
these improvements. As they think, so shall they ac- 
complish. 

The writer has been engaged in the collection business 
for over twenty years. He has seen the business undergo 
a great transformation in that period. Legislation and 
practices have been introduced to improve collection laws 
and collection procedure. Credit granters, debtors and 
the public have all been benefited. Yet, notwithstanding 
the tremendous strides that have been made, much more 
will be done to improve the 
service. The words “will be 


EVERYDAY MOVIES 


that they should endeavor to prevent debtors from tak- 
ing a course that will result in self-injury. It is con- 
tended that debtors should be made acquainted with the 
collection laws, with the court costs they may unwit- 
tingly bring upon their debt-laden shoulders, and with all 
the various penalties that accrue when costly litigation 
supplants friendly cooperation in the adjustment of 
honest debts. 

It is now believed that it is the duty of collection 
firms not only to protect and serve deserving creditors, 
but also to educate and counsel debtors so that they may 
extricate themselves from unwholesome circumstances 
and practices which impede their progress, and which 
prevent them from accomplishing worthy achievements. 
It is declared that the collection firms can be a powerful 
factor for social and economic betterment, and that when 
they universally subscribe to the theory, they will become 
mighty instruments in correcting evils that have ever 
challenged the interest of educators and uplifters. 

The credit executives of the nation can be of great 
assistance in promoting such an enlightened program. 
In fact, they are burdened with a great responsibility 
in this respect. If they want collection firms to be more 
effective and useful, they should encourage a greater 
respect for collection firms by patronizing only those 
whose moral concepts are of the highest. 

Credit executives should assign their claims to only 
those who have the vision, the moral integrity and the 
intelligence to understand that they owe the society, 
which provides freedom of opportunity, the sacred obliga- 
tion of performing their work in such a manner that 
society will not suffer, but will, on the contrary, benefit 
thereby. 

Credit granters and credit executives should also think 
in terms of the greatest good for the greatest number, 

if postwar conditions are to 


By Denys Wortman measure up to the public’s an- 





done” are used advisedly. If 
present collection firms do not 
cooperate in creating improve- 
ments, they will ultimately be 
eliminated in favor of those 
new firms which will enter the 
field equipped with the proper 
spirit. 

















At the present time, too 
many collection firms fail to 
discriminate, but treat all debt- 
ors in an impersonal, routine 
manner that provides no ade- 
quate opportunity for the 
honest but unfortunate debtor 
to be encouraged, educated and 
rehabilitated. Such collection 
firms reason that the debtor, 
alone, is responsible for his 
plight, and that they are under 
no legal or moral, compulsions 
to render protection and guid- 
ance. 








ticipations. This little business 
sermon can be summed up by 
suggesting that the men who 
have been endowed with su- 
perior intellects, who have the 
best educations, and who are 
in positions of influence, should 
truly believe that a new order 
is demanded. 

It is further suggested that 
something more than lip service 
to the sentiments herein ex- 
pressed should be formulated, 
not grudgingly, and not be- 
cause it seems expedient. Wen- 
dell Willkie says: “Expediency 
at its best gives only a tempo- 
rary advantage. At its worst 
it is a confession of bank- 
ruptcy.” The time has unques- 
tionably come for businessmen 
to stop doing things because 
they may seem to be the ex- 





- Wortmen 








But there is now being intro- 
duced a belief that collection 
firms should not be so coldly 
informal. It is now argued 


Courtesy ‘a St. Louis Globe-Lemocrat 
IN AND OUT OF THE RED WITH SAM 
‘*Whadya mean take a vacation and forget things? 
My slow accounts always forget to pay, and if I 

forget—so who’s gonna remember?’’ 


pedient things to do, and to 
begin doing things because they 
are the right things to do. 


(Continued on page 29.) 
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Ring the Bell With Your First Sentence 


YOUR LETTERS, to be successful, must command atten- 
tion from the very start. Like a newspaper headline, 
the opening sentence must immediately attract the read- 
er’s attention, develop his interest, and induce him to 
read the entire message. 


One of the surest ways to accomplish this is to word 
your beginning so that there can be no doubt in the 
reader’s mind that he is the one primarily to benefit 
from the message. So say something there that will 
make him feel good and put him in the right mood to 
listen to the rest of the story. 


Of course, it is difficult to do this with collection 
letters. But one thing you can do is to have your first 
sentence radiate the “you” attitude. The initial words 
offer a point of contact between writer and reader. They 
should, therefore, get into step with the reader at the 
outset by talking about him and not the writer. 


However, don’t say anything at the start that will 
antagonize the reader. If your letter must convey in- 
formation that will bring him disappointment, don’t 
spring it on him in the first sentence. Prepare him for 
the unfavorable news in a way that takes the bite out of it. 

Here are some other suggestions that may help you 
with your opening sentences: 

Avoid beginning with “We.’—Although it’s not 
wrong to begin with “We,” especially after some cor- 
respondence has passed, through which a point of contact 
has already been established, it is good policy to eliminate 
it as much as possible. So, instead of saying, “We can 
offer the following terms,” say instead, “You are entitled 
to the following terms.” 


Avoid “beating around the bush.”’—Get down to busi- 
ness at once without resorting to warming-up exercises. 
Don’t put your reader to sleep with your first sentence. 
Begin to tell your story promptly. For instance, the 
man who wrote, “We have your letter of the 26th about 
your credit card which has been mislaid and wish to say 
that we have sent another card to take its place today,” 
could have said it much more simply this way: “Another 
credit card is enclosed to replace the lost one mentioned 
in your letter of September 5.” 


Avoid negative openings——They antagonize the reader 
at the very start and defeat the purpose of your letter. 
So, to say, “You haven’t replied to our many letters 
about your overdue account,” could be improved by 
using this approach—“‘Did you read our letters of August 
9, 20, and 29?” 

Avoid beginning with timeworn, uninteresting expres- 
sions.—Instead of starting 2 letter with, “We are in re- 
ceipt of . . .,”’ does it not read much better to write sim- 
ply—‘“Thank you for your letter”? Or, for “We wish 
to ask,” you might better say—‘Will you please tell us 

. .2” The reader is not as interested in the fact that 
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his letter has been received or that you wish to say 
something as he is in what you are going to do for him. 
Never begin with participial expressions —Avoid them 
like a pestilence as the first word of your letter. They 
usually have whiskers. Take several of the more common 
ones, for example—“Referring to your letter’ —‘“Com- 
plying with your request”—‘‘Acknowledging receipt of” 
—‘“Confirming our telegram of this morning.” Don’t 
you think a far more interesting wording for the last 
example would be—“This morning we sent the following 
telegram’? And for the others, you can use such expres- 
“From your letter of the 26th, it is evident 
that ...,” or, “As requested in your letter of May 20.” 
There are at least five effective ways to begin a letter: 
First, you can start immediately with the subject of the 
letter; e.g., “Your statement of September 1 is enclosed 
as requested.”” Or, you can assume the “you” attitude 
by saying; e.g., “You have every right to be a bit dis- 
turbed because . You can also put a pertinent ques- 
tion; e.g., “Will it be possible for you to let us 
have ...?” Another way is to make a definite state- 
ment; e.g., “Thank you for your courteous letter of 
August 25.” And finally, you can make a courteous re- 
quest ; e.g., “When you receive this letter, will you please 
i rs oi 


sions as 





This Month’s Illustrations» > 


Three excellent credit sales promotion letters are re- 
produced this month: Jllustration No. 1 from Mr. 
Erwin Kant, General Credit Manager, Schuster’s, Mil- 
waukee, Wis.; IJ/lustration No. 2 from Mr. N. N. 
Schwartz, Credit Manager, Goldblatt Brothers, Inc., 
Hammond, Ind.; and J/lustration No. 5 from Mr. T. 
E. Robertson, Secretary, The G. W. Robinson Co., Ltd., 
Hamilton, Canada. Note the easy and natural way in 
which these letters start off, and the friendly tone main- 
tained throughout. All are worthy of a second reading. 





Through the novel adaptation of a prescription blank, 
Mr. E. F. Calloway, Credit Manager, Pfeifer Brothers, 
Inc., Little Rock, Ark., has produced the attention-get- 
ting notice presented in //lustration No. 3. Sent to cus- 
tomers whose accounts are in arrears, it suggests a method 
of curing defaults in a way that impels action. It is 
easy to understand why this form has been so effective 
for Pfeifer Brothers. 

From San Francisco comes a reminder letter that is 
clear, forceful, and persuasive (//lustration No. 4). It 
is one of a number of splendid letters submitted by Mr. 
F. D. Francis, Credit Manager of The Emporium. 


ie ie 6 ee Oe ee 6 OOo Oe 
If You Have a Good Letter—Send It In! 


This department is constantly searching for good let- 
ters—letters that have proved their worth by actual re- 
sults. If you have such a letter, send it in—with a state- 
ment of how it was used and the results obtained. There 
is only one requirement to make this page—a good letter! 
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SCHUSTER’S 


MILWAUKEE, WISCONSIN 


© 


March 15, 1943 


Mrs. John E, Wild 
23478 Fifth Street 
Milwaukee, Wisconsin 


Dear Mrs, Wild: 


This is the time of year when thoughts turn 
to new spring costumes...and isn't it natural 
for thoughts of fashions to lead to thoughts 
of Schuster's? 


You know that your handy Charga-Plate and 
your established credit at Schuster's can 
be a wonderful convenience. Especially in 
@ season such as this, when you're likely 
to be buying new things for every member 
of the family. 


We're particularly proud of our beautiful 
Second Floor of Fashions, and we hope you'll 
make it a point to visit it soon. 


The rest of tne store, too, has much of 
interest to offer - and prices throughout 
are keyed to your wartime budget. 


Come see us often, this spring, won't you? 
And to save yourself time and trouble, simply 
say, “Charge it". 


Sincerely, 











Take 
THIS PRESCRIPTION TO Your 








Cred nager 
Third Street & 
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GOLDBLATT BROS, Inc. 
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These are but a few of the many summertime 
comforts our great tly Clearance Sales bring 
you, along with other timely, attractive, money 
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Once in a while, as you know, bills 


tray in the mail. Sometimes they 
are received and put away for future 
attention, and then overlooked. 
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Minimum 


25.00 per month. 








hss 
ur. Peter L. Worth 

890 Clara Way ; ! 
San Francisco, California 


Dear Mr. Worth: 


are con- 
Whichever may be the case, We 
fident that this friendly yentanes rod 
a bill that is overdue will resul 


payment shortly. 
The balance owing is $14.29. 


Very truly yours, 


Keay Src 


Divisional Credit Manager 





Your Pf Charge A. count 





= ROBINSON «. 


HAMILTON, CANADA 





PHONE 7 O71) 


May 2let, 1943. 


Wr. R.J. Burgess, (5) 


54 Hyde Park Ave., 
Hamilton, Ont. 


Dear Mr. Burgess: 


Do you remember when . ee 


About this time each year our Spring Clu> Plan Geiebraticn 
. and we would write to you and our other good 
e that you would again make use of your account 





would commence 
customers in the hoy 
with us. 


Because of developments due to the War we have had to tempo- 
rarily suspend this yearly event--at least until Victory is ours. 


do not prevent you from using 


rtime regulations, however, 
> : your conven- 


r accoun h is always open as in the past for 
Oe eee time, ve a be of service to you 8 sh ening 
in our store please call at our Credit Department and let us a 
you how terms can be arranged to take care of your purchases in 
accordance with Wartime Prices and Trade regulations. 


In spite of any temporary restrictions and shortages, we hope 
ae a + . t t 
that we still merit your confidence and that we may con inue to A 
of service to you, supplying your home and personal needs in accord- 


. 7 cilbees t ri 
ance with our established policy of quality merchandise at right 








prices. 
Yours very truly, 


THE G. W. IBINSON CO. LTD. 


HE. W. 
Vice-President and Treasurer 
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DO YOUR LETTERS 
MAKE A GOOD IMPRESSION? 


very letter you write makes an impression— 
E good or bad. You are helping to build, or 
destroy, the reputation of your firm. True, your 
collection letters may get the money these days, 
but do they also retain customer goodwill? 
Haven't you often wished there was some way 
you could improve your credit letters—some serv- 
ice, perhaps, that would come to you regularly 
to show you how to make your letters more 


human? Admitted, there are many excellent 


textbooks on business correspondence available. 


But what you want—judging from the requests 
that have come to the National Office—is some- 
thing more than a textbook. You are looking for 
a better letter service designed exclusively to 
streamline your correspondence—a service that 
will combine model credit letters for your own 
use and practical suggestions for the improvement 
of your own letters. 


Such a service is now available! 





cAnnouncing 


Here’s what you'll get: 


1, Every month, you will receive copy for 
five new credit department letters that 
you can use as they are or change to fit 
your needs. Included are model collec- 
tion letters (some of which tie in with 
Regulation W), letters to revive inactive 
accounts, credit sales promotion letters, 
adjustment letters, and others styled to 
handle specific credit problems. 


2. Every month, too, you will receive a 





BETTER LETTERS SERVICE 


Conducted by J. GORDON DAKINS, Educational Director 
National Retail Credit Association 


All for $15°° a Year 


Less than five cents a day 


three-page Better Letters Bulletin filled 
with practical, usable suggestions that 
will help you to write better letters—and 
show you how to use letters to build 
goodwill, to bring back old customers, 
and get new ones. 


3. Advisory service. The privilege to 
submit, once each month, one of your 
own letters for unbiaSed advice and con- 
structive criticism. 








J. GORDON DAKINS, Educational Director 
National Retail Credit Association 
Shell Building, St. Louis 3, Mo. 


Please enter my subscription for your Better Letters Service for one year, price $15.00. 


Check enclosed [J Mail bill F 
a a eee 


Position mn vo 


Firm Name and Address pe ae Sal eeaetee 
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gavings in Simplified Billing 


George M. Bogue 


Russell W. Allen Co., Pittsburgh, Pa. 


URING THE PAST few months there have been several statements 
made regarding the desirability, from the standpoint of manpower 
shortages, of adopting “Simplified Billing.” Some of the claims of 

savings made or estimated are extremely misleading and may lead other 
stores to adopt a plan with expectations whieh can only lead to disappoint- 
ment and, in some cases, an actual increase in payroll hours. 

It is of first importance to define the terms used. If one is to state that 
“Simplified Billing” saves 20% to 25% of billing costs, the statement means 
nothing unless the operations included in “Billing Costs” are listed. Is the 
payroll for sorters, control clerks, stuffers, look-up girls, billers and super- 
vision included? And how about bill adjustment clerks, end of month bal- 
ance transfers, daily balancing, etc.? If all these were included in “Billing 
Costs,” you would find that the actual labor hours consumed in posting 
saleschecks to the bill is considerably less than 20% of the total labor hours 
involved so it is manifestly impossible to reduce those hours 20%. 

There is a general impression that most of the time of a billing machine 
operator is spent in posting items on the bill. This is not the case in the 
average department store. The posting operation actually involves only 
23% of the biller’s time if someone else does the stuffing for her. If she 
does her own stuffing, the posting opefation requires even a smaller per- 
centage of her time. The rest of her time is balancing, handling the bill in 
and out of the ledger and machine, picking up the old balance, etc. By 
simplifying or eliminating item descriptions, a part of 23% can be saved 
but not all of it unless nothing is listed on the bill but the old balance. 


Explanation of Chart 


The chart below shows the relative amount of time spent by a biller on 
the various operations usually included in a biller’s work.- It is based on the 
billing machine operator performing the following operations: 


1. Getting the ledger and posting media and arranging for posting. 

2. Balancing ledger when through posting, making entries on control 
sheet and arranging machine tape and posting media for filing. 

3. Stuffing the ledger with posting media: charges, credits, cash slips, 
journals, etc. 

4. Inserting bill in machine, picking up old balance and replacing bill 
in ledger. 

5. Miscellaneous operations such as making corrections, getting out inac- 
tive accounts, heading up second sheets, etc. 


Analysis of Billing Operation in a Typical Department Store 



































| BILLER'S TOTAL WORKING DAY - 6 HRS. LO MIN. e 
aeoeest Ledger Handling 
30 min. and balancing Bill Handling and 
122 min. Old Balance Pick-up 
118 min. Misc. 
2 . 
2 min. stuff — 
24 min. Saleschecks 
F ty V4ty, 
WEY 
“7.5% 30.5% . 29.5% 5.56 6.0% 21.0% 


List 
THIS IS A POSSIBLE SAVING ly min. 


(If alphabetic fine sorting . ; aaa 
is a billing function, the List Date, Dept.Amt?] n| 
per cent saving is less.) tr x ea x” 
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Burroughs Discount 
Purchase Plans 









DISCOUNTS 
10% to 40% 


An order for as little as $10 worth 
of ribbons and carbon paper receives 
a 10% discount. Discount rates in- 
crease—up to 40% —according to the 
size of your orders, with purchases 
of carbon paper helping you earn 
larger discounts on ribbons, and 
vice versa. As an extra convenience, 
Burroughs makes deliveries as 
needed, to assure you fresh supplies 
and no storage problems. 


Plain or carbonized roll paper and 
other quality supplies for practically 
every type and make of business 
machine also at substantial savings. 
For prices and terms, call your local 
Burroughs office or write direct to— 


Burroughs Adding Machine Company 
Detroit 32, Michigan 





SUPPLIES FOR 
BUSINESS MACHINES 
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6. Posting charges, credits and cash with complete de- 


scription and itemization. The frequency with 


which these occur in this case is: 


Charges 70.5 
Credits 8.5 
Cash 21.0 


The frequency of single and multiple item sales- 
5 . 
checks is: 


Single Item 83.5 
Two 12.3 
Three “ ye 
Four 2 0.9 
More than four items 0.8 


The analysis of time also presupposes that one day’s 
charges, credits and cash are posted at a time. 

It should be plain from this analysis that biller’s time 
can be reduced relatively little by merely leaving the 
description off the bill. Much greater savings can be ef- 
fected by posting each account only once a month and 
cycle billing which reduces the time for each operation 
approximately as follows: 

Ledger time, which accounts for 30.5% of total 
billing time, can be reduced about 50%—a total 
saving of 15%. Bill handling time, which accounts 

for 29.5% of total billing time, can be reduced by 
75%—a saving of 22%. (This is based on each ac- 
count being used an average of 4 days each month. 

A greater saving is possible if account activity is 

higher. ) 

If only the elimination of item description is meant by 
“Simplified Billing,” then the average store may find 
that the meager savings effected—around 11%—will be 
more than offset by the increase in bill complaints and 
inquiries which are likely to come in from customers who 
have lost sales slips or just haven’t bothered to keep 
them. If the omission of item descriptions is used in con- 
junction with the enclosure in the customer’s bill of a 
copy of the salescheck, the complaint and inquiry prob- 
lem would be lessened. But the big savings are still to 
be obtained by posting each account only once a month 
which, with present usual billing equipment, makes cycle 


Postwar Planning Committee 
Starts Work 


Under the chairmanship of Mr. L. W. Hilbert, Credit 
Manager, Stewart and Co., Baltimore, the Postwar Plan- 
ning Committee of the N.R.C.A. is rapidly getting into 
its stride. 

Local committees have already been formed in over 
75 cities with a membership of outstanding credit execu- 
tives representing the various types of business extend- 
ing consumer credit. By dovetailing the work of these 
local committees with that of the General Postwar Plan- 
ning Committee, a coverage will be obtained that will 
be both nationwide and representative as to types of 
business. 

Meetings of the local committees are scheduled for 
the near future for a preliminary discussion and study 
of postwar credit planning. Following these delibera- 
tions, the recommendations and suggestions of the local 
committees will be forwarded to the National Office 
which will then compile and publish the initial report. 
Copies of this report will then be given to the chairmen 
of all local committees for guidance and assistance in 
their further study of the problem. 

This report will also be analyzed by the General Post- 
war Planning Committee, and through its chairman, Mr. 
Hilbert, its recommendations will be made available to 


credit granters throughout the country. These recom- 





billing almost a necessity. 

Where stores are faced with a shortage of experi- 
enced billers, the elimination of item description may be- 
come a necessity since it is, of course, possible to train 
clericals fairly quickly to operate a billing machine if 
knowledge of typing is not necessary. But it is unques- 
tionably important to first eliminate from the billing ma- 
chine operator’s work all operations such as sorting, 
stuffing, balancing, etc., which do not require high skill. 
After this has been done, it may still be necessary to 
eliminate item descriptions because of the training prob- 
lem involved but stores should not expect any large sav- 
ing in the actual man hours required to fulfill the bill- 
ing function. 
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YOUR MEMBERSHIP in the National Association entitles you to 
use these electros on your printed matter, thereby adding the 
prestige of this great organization’s name. 
a collection aid, inspiring customers to pay bills promptly. 
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The Layman's Handbook 


of 


REGULATION W 











What penalties are provided for vio- 
lation of Regulation W? 

Does Regulation W require a down 
payment on the sale of coupon books? 
What information must appear on the 
Statement of Transaction? 

Is a down payment required on con- 
version agreements? 

Can split payments be accepted on 
charge accounts? 

Is it permissible to bill charge accounts 
on other than a calendar month basis? 


Must sales and federal excise tax be con- 
sidered in computing down payments? 


Is it permissible to schedule instalment 
payments in unequal amounts? In in- 
creasing amounts? 
What rules cover exchanges and 
adjustments? 
Are “contract sales’ exempt from the 
regulation? 
When is a Statement of Borrower 
required? 
What factors must be present before 
you can accept a Statement of Necessity? 
What rules cover layaways? Approvals? 
How long must you preserve your 
records? 
What rules govern ‘‘add-ons’’? 
How must letters and notices be worded 
to comply with the regulation? 

~ * . 


These and scores of other questions of vital 
importance fo you in your operations are an- 
swered in The Layman’s Handbook of Regulation W. 


HOW MANY DO YOU KNOW? 
192 Pages 











Do You Know the Answers 
to These Questions? 























Order Your Copy Now! 
THE LAYMAN’S HANDBOOK OF REGULATION W 


(Including Supplement Covering Latest Amendments) 


Are you thoroughly familiar with Regulation W? Do you 
understand all its provisions so that you comply fully with 
its rules and requirements? You must know how to operate 
under the Regulation for the duration of the war. You must 
know your rights as well as your responsibilities. 


Are you certain that your staff is complying fully with the 
Regulation and that the procedure adopted in your credit 
department also meets the requirements? 


You can make sure with The Layman’s Handbook of 
Regulation W (including supplement). It will bring you up 
to date on the regulation and enable you to comply fully 
with the rules. 

ACT AT ONCE IF YOU WANT THIS BOOK. The supply is limited 


as over 7,000 copies have already been sold. Be sure to get your copy 
by mailing coupon below today. 


Price to members, 75 cents (to nonmembers, $1.25) 


NATIONAL RETAIL CREDIT ASSOCIATION 
SHELL BUILDING ST. LOUIS 3, MO. 


Clip and Mail This Coupon Now! 


NATIONAL RETAIL CREDIT ASSOCIATION 
218 Shell Building, Saint Louis 3, Missouri 
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I enclose check —_----_- money order —_---- ~- fer @......-.. 
| Please send me —________ copies of THE LAYMAN’S HANDBOOK OF | 
REGULATION W (including Supplement) at 75¢ a copy postpaid (non- | 

| members, $1.25). 
| | 
| Name a eee eee 
| | 
| Address | 
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St. Louis Adopts 
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TAKING CONCERTED ACTION 
to enable bookkeeping depart- 
ments to provide adequate cus- 
tomer service even in the face 
of a manpower shortage, and 
to permit the fullest use of 
present billing equipment, four- 
teen St. Louis retail stores dis- 
continued itemizing their cus- 
tomers’ bills on September 1, 
1943. 

Under the plan, as adopted, 
statements received by custom- 
ers early in October, and continuing regularly each month 
thereafter, will contain only the following information: 
(a) date of purchase; (b) department number in which 
merchandise was purchased; (c) total amount of each 
salescheck; (d) credits and payments. A list of depart- 
ments will appear on the back of these statements to aid 
customers in checking individual items, and, in addition, 
customers will be asked to save their saleschecks re- 
ceived at the time of purchase. 

St. Louis stores which have now changed over to non- 
itemized billing are: 





Boyd-Richardson Men’s Apparel Co. 
Central Hardware Co. 
Cunningham’s 

Famous-Barr Co. 

Thos. W. Garland, Inc. 
Greenfield Clothing 

Kline’s, Inc. 

Lane Bryant 
Scruggs-Vandervoort-Barney, Inc. 
Sonnenfeld’s 

Stix, Baer & Fuller 

Swope Shoe Co. 

Chas. F. Welek & Co. 

Wolff’s Clothiers, Inc. 


Advance Notice to Customers 


To secure customer acceptance of this streamlined bill- 
ing plan, an extensive publicity campaign was prepared 
and conducted by the fourteen stores. Not only were 
customers provided with advance notice and complete 
details of the plan, but store employees, and particuarly 
section managers, salespersons, and wrappers, were also 
made thoroughly familiar with the new system. 

First, an insert (illustrated on next page) was pre- 
pared and printed. It provided an easily understood ex- 
planation of the system with an illustration of the new 
non-itemized bill. Over 500,000 copies of the announce- 
ment were distributed among customers of the individ- 
ual stores, and the job of distribution was done in sev- 
eral ways. 

One method was to enclose them with bills mailed at 
the beginning of August and September. Another was 
to supply them to credit department receptionists to be 
handed to visitors. Still another plan was to enclose 


*Mr. Wolfort is well known throughout the credit fraternity 
and has a fine reputation as a retail credit executive. On 
January 2 next, he will have completed 49 years of continuous 
service with Stix, Baer & Fuller—Ed. 
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them with new account acknowledgment letters and re- 
minder letters. Some of the stores also plan to use 
this insert as an enclosure with credit office mail even 
after October 1. ° 

In some cases, too, stores have had a reminder printed 
on the face of bills mailed at the beginning of Septem- 
ber for August purchases. It consists of a short mes- 
sage to this effect: “Please note that this is the last 
bill on which your purchases will be itemized. See en- 
closed announcement for full details.” 

Then, to make sure that customers receive ample ad- 
vance notice of the change-over to non-itemized billing, 
advertisements appeared in the daily newspapers during 
the last week in August. The copy was prepared by a 
special advertising committee and the publicity appeared 
as a joint announcement of the fourteen cooperating stores 
whose names appeared at the bottom of the ad. These 
advertisements tell the story briefly and clearly, show a 
picture of how the new non-itemized bill will look, and 
feature the fact that beginning September 1, customers 
should save their saleschecks. 

The public relations program was also broadened by 
enlisting the cooperation of personnel directors in the 
individual stores. It was felt that customer approval of 
the new system would be aided if store employees fully 
understood the plan so that they could, if necessary, ex- 
plain it to customers. Then, too, it was believed that 
if the employees, themselves, were sold on the system, 
they would take care in seeing that saleschecks were 
always handed in good condition to customers. 

As a final precaution, non-itemized bills mailed for 
the first time at the beginning of October will be accom- 
panied by a pink printed form reminding the customer 
that her bill is non-itemized, and presenting an additional 
explanation of the system. 


Events Leading Up to Adoption of Plan 


The decision of the fourteen St. Louis stores to change 
over to non-itemized billing came about as a result of a 
careful study of similar plans already in use by individ- 
ual stores in various sections of the country, with par- 
ticular reference being paid to the experience of the 
eight Buffalo stores which started billing on a non- 
itemized basis on May 1, 1943. 

Early in June of this year, a conference of local credit 
managers was held in St. Louis. They unanimously 
decided to recommend the study of non-itemized billing 
to ascertain whether it could be installed with success 
in St. Louis. 

This recommendation was then submitted to the Asso- 
ciated Retailers of Saint Louis (the Merchants Associa- 
tion). At their meeting, the merchants unanimously 
adopted the recommendation of the credit managers and 
authorized them to proceed with the plan if, after in- 
vestigation, it was found practicable. A committee ap- 
pointed by the Associated Retailers of St. Louis then 
spent two days in Buffalo studying their plan of operation. 
- This committee was comprised of: Mr. W. H. Sems- 
rott, Manager, Associated Retailers of St. Louis; Mr. 
C. E. Becherer, Manager, Bookkeeping Department, 
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Baer & Fuller, St. Louis, Missouri 


Famous-Barr Company; Mr. H. A. Mueller, Manager, 
Bookkeeping Department, Stix, Baer & Fuller; and Mr. 
J. F. Bernoudy, Controller, Scruggs- Vandervoort-Barney. 
They called on J. N. Adams Co.; Flint & Kent; The 
Wm. Hengerer Co.; and Hens & Kelly, Inc., and 
through the generous assistance and cordial hospitality 
of these Buffalo merchants, were able to prepare a full 
report on their experience with non-itemized billing. 

Upon their return to St. Louis, the members of this 
committee announced their approval of the credit man- 
agers’ recommendation. A meeting of interested mer- 
chants was then called, and it was unanimously decided 
to install non-itemized billing in the fourteen stores. 
Plans were immediately made for the entire campaign, 
and the printed announcements of the new billing plan 
were prepared for distribution to customers. 


Report on Buffalo’s Experience 


Because the experience of the eight Buffalo stores was 
one of the major factors which induced St. Louis mer- 
chants to adopt non-itemized billing, portions of the 
committee’s report may prove of interest to readers of 


The Crepir Wor .p. 


1. Prior to adopting non-itemized billing, the credit man- 
agers were divided as to whether or not the plan was feasible. 
However, they are all now 100 per cent for it, and recommend 
it enthusiastically as a practical and labor-saving plan. 


2. The credit managers are all agreed that non-itemized - 
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billing in no way interferes with or delays the collection of 
accounts. 
3. Complaints to date have been only one per cent of bills 


sent out. For the month of June, 1943, the total number of 
complaints compared favorably with those received during the 
same period in 1942, 


Recommendations of Buffalo Stores 


1. Stores adopting non-itemized ‘billing should feature in 
their inserts and ads the invitation not to telephone, but to 
write for further information. 

2. When customers inquire for further information, the ad- 
justment or complaint department should refer to the depart- 
ment by name rather than to the actual merchandise. This will 
train the public to think departmentally rather than by names 
of merchandise. 


System Used by Buffalo Stores 


1. Payment made in a department by a customer at the time 
of purchase is not shown separately on the monthly statement. 
Instead, only the net balance is shown. 

2. When an article is exchanged and the article returned 
is deducted on the salescheck, only the net balance appears on 
the statement. 

3. All saleschecks are billed for the total amount of the 
salescheck only. 

4. The word “cash” is substituted for the department num- 
ber when billing cash payments. 

5. When merchandise is returned, only the date, department 
number, and amount are shown in the credit column, in red 
ink when possible. 

6. Discounts are not shown separately—only the net amount 
of the salescheck is billed. 


(Turn to “St. Louis Billing,” page 29.) 
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USE THIS HANDY STORE 
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AT STIX, BAER & FULLER 
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24 ~ Lingerie 
16 ~ Bags 


10 ~ Handkerchiefs 


5 ~ Men's Hats 
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The Credit Profession * 


H, G. Barnes, Vancouver, B. C. ” * 
THE CREDIT PROFESSION is one of the most 


important and most difficult of jobs. Credit accounts of 
any organization are no better than the personnel that 
handles them. A Credit Manager is not a creator of 
wealth but is the custodian and distributor of the oppor- 
tunities within it. He is a salesman of something that 
he does not possess, that neither he nor anybody else con- 
trols, and that he cannot deliver. It isn’t everlasting 
life, but it is that intangible thing we call time, and he 
has the temerity to charge a stiff price for it. Few have 
his opportunity to save his employer’s money and few if 
any envy him the chance he takes of losing it. The 
Credit Manager is also a salesman of an intangible 
something else called good will. It is he who has con- 
tact with the customer more than any other person in 
the organization through periodical payments and so on. 

The Credit Manager must and does work with the 


The complete 


PROCEEDINGS 


of the 


Retail Credit Forum 


a 


Two 
Sales Department and the Advertising Department. It on FunI 
is easy for the two latter to work together but when the Wm. 
Sales Manager and the Credit Manager can see eye to work 
eye on all things, a new era will be in sight. A Credit Wartime Problems and STRE 
Manager must therefore have an abundance of tact. Mart 
In the order of merit, the Credit Manager has many fiden 
medals and decorations which he never wears, but there Postwar Plans — 
are two which he does wear with distinction and which whicl 
do him credit, as they speak for themselves—they are pers 
Satisfactory Accounts and Satisfied Customers—the aim (St. Louis, June 15-16, 1943) Offic 
of business. St. I 
Importance of Credit Profession . exarr 
Does management realize the importance of the Credit Available Soon basis 
Department? Or do they look upon it as an expense you 


department? Do they think their credit manager is a 
glorified bookkeeper or less? 


At the present time with Government restrictions and 


Includes: 
control and the manager of credit sales abides with all ———— 
the various rules and regulations, and as long as there is 
the increased buying capacity of the general public, just ADDRESSES 
so long will he find his job not too arduous. But the 
manager of credit sales must prepare for the future, for OPEN FORUM DISCUSSIONS 
the post-war world of credit. He must try to forecast RESOLUTIONS 


what will happen when there will be a super abundance 
of goods and when terms will probably be relaxed. The 
credit profession, as a whole, must cooperate with others 
to see that a sound credit policy be established in their 
community. 

The profession’s value to business will be greatly en- 
hanced by the wholehearted support of the existing credit 
organizations, particularly the Credit Bureau. What 
has taken years to build up cannot now be neglected, for 
in the post-war period, when there will be an immense 
shifting of population, the interlocking credit bureau 
structure will be of incalculable value. Should the link 
which is the Credit Bureau be broken, the dead beat’s 
paradise would arrive and the losses enormous. 

The manager of credit sales is one of the most useful 
men in any organization and can do more to put business 
on a sound basis than any other single individual in any 
organization. Volume at any price is not sound and a 
sale is not a sale until it is paid for. In this day and age 
there are no geniuses. The only difference between men 
is the judgment they exercise. A Credit Manager is 
called upon to exercise his judgment continuously for * - 
the benefit of his firm and the credit buying public gen- 
erally, and this is the place and value to business of the * * 
credit profession. * 


Only $2.50 a copy 


Order now as there are 
only a few copies 
available. 
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CREDIT ASSOCIATION 
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Are You Ready 


FOR POSTWAR COMPETITION 


When peace comes, many of us will face 
some real problems. It will be a time of 
strain and opportunity. Competition will be 
sharper— mediocrity will suffer and ability 
rise to the top. The farseeing person will 
prepare for this. He will increase his knowl- 


edge and skill now to safeguard what he 
has and be ready for the new opportunities 
of the future. If you are that man or woman, 
the National Home Study Plan will help you 
prepare for today’s responsibilities and 
tomorrow’s opportunities. 


N.R.GCA. EXTENSION COURSES 


Two courses are available. The course on RETAIL CREDIT 
FUNDAMENTALS, based on the textbook by Dr. Clyde 
Wm. Phelps, is a “must” for the newcomer in credit 
work; and for the credit correspondent the course on 
STREAMLINED LETTERS prepared by Capt. Waldo J. 
Marra, will provide a training which will inspire con- 
fidence. 


Upon enrollment you receive a copy of the textbook on 
which the course is based. A series of questions covering 
each chapter are then sent weekly from the National 
Office. You are expected to submit your answers to 
St. Louis where your work is graded. There is no final 
examination—but you are given a final grade on the 
basis of marks made weekly throughout the course. If 
you grade 70 or better, a Certificate of Proficiency is 


awarded you. Your employer is notified of your success- 
ful completion of the course. 


The price of each course is only $5.00. This covers 
everything—the cost of the textbook, the weekly quiz 
and ratings, three issues of the CREDIT WORLD, and the 
Certificate upon successful completion. At this low 
price, everyone can afford to enroll. The textbooks alone 
retail at $4.00 a copy. 


Think it over! Is your future progress worth an invest- 
ment of $5.00, plus a few hours of home study each 
week? Remember—every man and woman who wants 
a more complete knowledge of credit and letter writing 
needs this help. Enroll now, and prepare for a bigger 
job! Do it TODAY. 


Here's Proof of the Value of Training the N.R.C.A. Way 


Scores of credit granters are studying these courses today. Their enthusiasm has exceeded 
all expectations. Here are just a few of the many appreciative comments from those who 
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have completed N. R. C. A. Extension Courses: 


Clarence E. Wolfinger, Lit Brothers, Phila- 
delphia 

“Your course in credit correspondence should be 
on the “‘must”’ list of everyone who has occasion 
to write business letters. Anyone who completes 
this course promotes his own welfare as well as 
venefits his relations with the customer. It gives 
me of the best returns on the market today for 
the money inves’ 


Mrs. Isabel M. Tilley, Harry Coffee, Inc., 
Bakersfield, California 


“Thank you for the kind and personal super- 
vision you have given to me during the twelve 
weeks of this extension course. This is a course 
that should be taken by every executive in any 
position. It is time well spent.” 
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Miss Alyce Vanden Berg, Passaic & F eee 
County Credit Bureau, Paterson, N. 

“The course in Rerar CREDIT Seaiommeien 
has benefited me because I work in a credit 
bureau and only knew that side of the story. This 
course has helped me to know just what goes on 
in the store from the time the applicant applies 
for an account to the time the account is paid.’ 


Mrs. Pauline Richardson, Swenson Motor Co., 
Wichita, Kansas 


“Your course, “STREAMLINED LeEtTTerRs’’ has 
benefited me — much in helping me to form 
more = and interesting letters. The differ- 
ence in the response to them is surprising. This 
is truly a course that would help anyone in oy 
phase of letter writing.” 
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F. H. Koch, Jr., Schuneman’s Inc., Saint Paul, 
Minn. 

“Your course in STREAMLINED LETTERS was most 
helpful and I want to express my appreciation to 
the National Retail Credit Aaneaiedion for offering 
such an educational feature. The course was an 
inspiration to better letter writing. It was of value 
to me, and I think that anyone who takes the 
course will benefit greatly from it.’ 


C. B. Flemington, The Toronto Credit Bureau, 
Toronto, Canada 

“*T have enjoyed Retrar. Crepir FUNDAMENTALS 
immensel hang must confess it is much easier to 
study an uestioned on one chapter at a time 
ee & to be ro to a quiz on the entire text- 


TODAY 





4d. Gordon Dakins, Educational Director, 
National Retail Credit Association, 
Shell Building, St. Lovis 3, Mo. 


I enclose__ check_ 








CREDIT FUNDAMENTALS (Price, $5.00)_ 


money order for $ 











Name_— - Occupation 
Address. ee niassinepennetiinnssociuiintit Firm = 

, 
City- $$ $_____—_ State — 





oe ee oe oe oe eo 


. Please register me as a student in the N. R. C. A. Extension Course on RETAIL 
or STREAMLINED LETTERS (Price, $5.00} 
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July, 1943 x x « « «x *« July, 1942 


DEPARTMENT ~ STORES WOMEN’S SPECIALTY 
(Open Accounts) STORES 


1943 1942 1943 1942 1943 1942 
| HI | Lo HI | Lo | HI. | LO. | AV 


+ 


x * * * 


DEPARTMENT STORES 


(Installment Accounts) 


MEN’S CLOTHING 
STORES 
1942 
HI. | LO /.| HI. | LO.| AV.| HI. | LO 


a + +-—4 


66.2)51 )}65.6|509 427)234/23.0/29 5)11.3 
66.3 |60.6 61.8)540 33.6] 24 5125.7/275/240 570|44.3}49 8|58.8/43.2 
Boston, Mass” 5162.9/55.0 20.9| 286 62.8) 76.6|59.3 
Casper, Wyo 70/73 ( 1121|}56.0 81.0 


Baltimore, Md 50.0| 48.0 


714/620 


578} 41.6)52.7/61 3/423 


Birmingham, Ala 


Cedar Rapids, la ( ae 0}690|7 592 . 25.8/278/23€ 76.9 
Cincinnati, Ohio® 7917 15\649 220\267 

Cleveland; Ohio 7 6\67 61 6 269 )\27.3)1 
Columbus; Ohio 10.3|59 6|65. 1) 730/573 32 5123.1/36.4 

Davenport, Ia 0 f 1\537 16.11187 

Denver,: Colo ] 51.2 1}62.1|506 PARC IRLOR.) 69 3) 638 
Des Moines, Ia 53.9 /68.3)55 1/597) 700)49 6 780/51.) 
Detroit, Mich 84 347/18451790 |87 174.3 | ) 693/62 | 
Grand Rapids, Mich 16 0} 686/63 2 5\60 | 25.2) 2 | 0.0} 55.8) 638) 490 
Huntington, W. Va ) 66.8 
Kansas City, Mo 15 18.3} 1] 58 2 | c | 66 | 
Los Angeles, Calif” 979.1 |697 
Louisville, Ky 471643 ) 58.2 
Lynn, Mass.” 15 6176.7|575 
Milwaukee, Wis 7 96 64 | 599 
Minneapolis, Minn 6) e 19 é 0} 73 .3}¢ 
New York, N. Y.” 504 
Oakland, Calif 7 14.6|69 4169.4|735| 6621377 
Omaha, Neb 61.316 0) 12 3} 57.) 
Pittsburgh, Pa 67.1 |57.01599) 663/589 
Providence, R. I 567 16 ) 0 1542 


Reading, Pa® ] 14 679 68.0 82 | 


St. Louis, “Mo 12 6\79.1'67 : 19| 63.3 298} 239) 3¢ 5 ( 3 3}47.0157 32.0/49 9490/55 


St. Paul, Minn 2 178 )} 73.0) 547 15)27.1} 247) 42 55.0 |576/650| 45 7.0} 49.0}530 
Salt Lake City, Utah 2 : 10 68.2 
San Antonio, Texas 65.0 | 690 016 40.0 
San Francisco, Calif 55.9 | 7 3$9)534 
Santa Barbara, Calif 0 1.0\7 470 
Sioux City, la 
Springfield,. Mass 2 ] | 680 
Syracuse, N. Y” 3 2 383 
Toledo, Ohio ¢ ) 58 2) 
Tulsa, Okla | 632 
Washington, D. C 59 c 529 


55.4) 60.7 


Worcester, Mass 39/675 3)710\|65.6 60.0|52 590/615 
Youngstown, Ohio 1.) 6 | 60.3 
Vancouver, B. C )8|828|787 
Victoria, B. ¢ 94 8)762 
































©1943 figures not received at press time 


From conclusions of the Retail Credit Survey for 1942 
shown on pages 6 and 7 of this issue, it is indicated that 
Amendment 4 to Regulation W in May 1942 resulted in a 
sharp difference in the use of charge-account credit. The 
expedited collection of charge accounts substantially re- 
duced the receivables of this type and even though sales 
have returned nearly to former levels, receivables have 
remained relatively low. During recent months, it is shown 
that charge-account sales and charge accounts receivable 
have tended to stabilize in their new relationship and to 
follow much the same course as total sales. It is also 


brought out in the survey that not only did retailers apply 
the discipline attaching to a “frozen” account to listed 
articles as they are required to do by the regulation, but 
many of them made the discipline applicable to all articles 
they sold. In addition, some retailers, though not in any 
substantive way affected by the regulation, used it to spur 
their collections. The Retail Credit Survey now conducted 
by the Federal Reserve System is of unlimited value to all 
credit executives in indicating the direction of change and 
other important credit developments. 
A. H. Hert. 


FORTY-TWO KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 
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The Barometer 


Dominated by shifting military requirements, production in most lines remained at capacity 
volume in July and the Barometer moved slightly. 















































PER CENT BAROMETER OF BUSINESS ACTIVITY | PER <ENT 
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This barometer appears in the September issue of “‘Nation’s Business,” published by the United States Chamber of Commerce. 


The Map 





The rate of industrial and trade activity remains high and, 
in most lines of business, there have been few signs of any 
slackening during the summer. The total volume of business 
transactiuns is about 30 per cent higher than it was a year 
ago. The production of civilian goods and retail trade have 
held up much better than was generally considered possible, 
even after such a large percentage of industry was converted 
to war production. 

Business in parts of New England is lagging behind the na- 
tional average. One of the handicaps to increased business 
activity in that region has been the smaller supplies of gasoline 
that are available. In several areas labor shortages have held 
production lower than what it otherwise would be. 

In the South, good growing conditions for the cotton crop and 


relatively stable prices have helped keep up farm income and - 


have stimulated business. Another stimulating factor is the 
increased spending in connection with army camps. These ex- 





penditures will remain large but are not likely to increase so 
rapidly as they have during most of the last two years. In 
parts of Texas and the Southwest business has expanded about 
the same as the national average. The winter wheat crop is 
smaller, but prices are higher and farm income is maintained 
at a higher level than in recent years. Production of petroleum 
has also been greater. 

Business conditions in the entire Pacific Coast region have 
continued to be more favorable than in any other part of the 
country. Many new industrial plants are being put into opera- 
tion and those already built are working at capacity. The ex- 
pansion in aviation and shipbuilding has been most significant, 
and has been an important factor in keeping the volume of 
trade and industry high in many communities of these states. 

Conditions in Canada have changed but little in recent weeks 
but some expansion has taken place. The general trend in all 
parts of the country is expected to continue gradually upward. 





il ee aid 





year ago 

Up 25 to45% 
Up 13 to 24% 
[3 Up 3 to I2 To 
National Average Up 30 % 
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@ Retail Credit Survey... 


(Beginning on page 6) co 








Instalment Sales and Receivables 


Instalment sales in all trade lines except women’s 
specialty stores declined from 1941 to 1942 and in most 
cases the reduction was substantial. Among automobile 
dealers, automobile tire and accessory stores, and house- 
hold appliance stores—where the sources of customary 
merchandise almost dried up and where severe ration- 
ing was applied—there were great decreases. In other 
lines where total sales and charge-account sales increased, 
there were nevertheless declines in instalment transac- 
tions. End-of-year instalment accounts receivable showed 
considerable declines in all lines of tradé except women’s 
specialty where there had been an expansion in instalment 
sales during 1942. These data are shown in the next 
table. 

Since Regulation W covered almost all commodities in 
which there was any substantial dollar volume of instal- 
ment business after the May amendment, a comparison 
of “regulated” and “unregulated” sales is not feasible. 
Since, however, in many lines sales for cash or on charge- 
account credit increased while instalment sales decreased, 
it may be concluded that the regulation had a substantial 
effect in reducing instalment transactions. 


INSTALMENT ACCOUNTS RECEIVABLE 





Percentage | 
change, 
1941 to 1942 


Kind of business 











Department stores---------------------------- EEN 39 
Men’s clothing stores-------------- ican minarets ” —42 
Women’s specialty stores___----- peepee +7 
Furniture stores_.---------- uninbanintetwmrtnipeninemantinratines —_ 34 
Household appliance stores------ es eatetnnninennienendndnede 47 
Jewelry stores..--....-----.---------- neussoresns » 45 
Lumber and building material dealers_...-.-----~- 28 
Heating and plumbing equipment dealers—._.-~-~-~- | 33 
Hardware stores-----...----~~- panvensanemenece = . 52 
Automobile dealers....-.--~-~- sprintaihienneciiities a 34 

Automobile tire and accessory stores-- pinaeietindais —68 
Coal, fuel oil, and wood dealers__-- ~~~ _-~- oe 46 





*Data not significant because of volume of paper sold. 


The influence of the regulation on instalment receiva- 
bles stemmed not only from curbing sales on this basis 
but also from reducing the amount of credit extension by 
increasing down payments and by abbreviating the period 
of repayment. The figures collected by the Retail Credit 
Survey do not permit a close appraisal of the separate 
influences of these factors. One of the statistical im- 
pediments in making such an appraisal is the possible 
variation in the proportion of paper sold and retained 
between the two years 1941 and 1942. In so far as the 
data permit generalization, however, it appears that down 
payments may have had more to do with reducing credit 
receivables than maturity restrictions.2 Such a conclu- 


2The statistical basis of this approximation is as follows: An 
estimated figure for down payments was subtracted from instal- 
ment sales in each of the two years, the residual being an 
estimated amount of credit extended (without allowance for 
carrying charge). Down payments for 1941 were taken as an 
average between terms reported in the 1938 Retail Credit Survey 
and those specified by the original draft of Regulation W. 
Down payments in 1942 were those provided by Amendment 4 
to Regulation W. This approximation of ‘‘credit extended’’ was 
compared with year-end receivables, which ratio showed little 
change from 1941 to 1942. indicating little reduction in matu- 
rities. But it is known that the increases in down payments 
were substantial, which leads to the conclusion drawn in the 
text. No adjustment was made for changing proportions. of 
paper sold and retained but because the foregoing comparison 
showed wide margins, sizeable shifts in the proportion of paper 
sold would not vitiate the conclusions as drawn in the text. 
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sion is reasonable when it is recognized that in most lines 
except automobiles and household appliances the maturi- 
ties prior to Regulation W had been largely within the 
twelve-month limit which was applied by the regulation. 
Furthermore, the general opinion of well-informed per- 
sons engaged in retail credit granting seems to be that the 
down-payment provisions have been more of a deterrent 
to instalment sales than the maturity provisions. Every- 
thing considered, this prong of the regulation appears to 
have been the more important factor in the compression 
of outstanding instalment receivables. 


Cash Sales 
The increase in cash sales was evident in every trade 
line, except automobiles, and in most geographic areas. It 
was largest in those areas where employment and income 
have increased most. By trade lines, the greatest gains 
in cash business appear to have been in jewelry, furniture, 
and apparel stores in the order named. Percentage in- 
creases of cash sales for selected trade lines in several 
cities are shown in the table below. 
The vigorous growth of cash sales was characteristic 
not only of those cities where 1942 sales were well above 


PERCENTAGE CHANGE IN CASH SALES FOR SELECTED CITIES AND 
LINES OF TRADE, 1941 To 1942 




















| Wom- | 
| Depart- | Men's en's Furni- | 
City ment |clothing} spe-‘ ture jJewelry 
stores stores cialty stores stores 
| stores 
Pee men +22 +13 . | = 
>i == | +14 +17 +25 | +24 | +0 
Philadelphia ------- | +39 } coal +31 | 426 | 
COOUUNE  ecwcccccnn) | +84 | +79 | a 
Pittsburgh —_-- | #26 | “a 33 +25 | +48 
eee +3 | : S +2 - 
| 
a | +43 | ; +35 +27 ~~ 
SED: anawweasonnnl +21 +32 +22 | +24 +32 
DOES ececccwsanavnl +36 +42 +49 } +72 +106 
Milwaukee ----.--.-.- | +33 +29 +465 +57 +49 
QF — EE | +25 +30 +44 +42 +31 
Minneapolis mat - +35 . a. +83 nm 
Kansas City ------- } +45 | +55 om 1 si 
Dallas (area) ------| +46 | +36 +23 +100 * 
Houston (area) -...| +44 +46 +00 = 7 
Los Angeles —_-_--- | +29 | +53 +4 +31 
San Francisco (area) 0 | +60 vex +90 4175 
Seattle SES +65 ' +1 — 


not reported. 


1941 levels, but also of those cities in Which 1941 trade 
levels were already high in comparison with previous 
years. For milk dealers where the choice between cash 
or credit as a sales vehicle is more a matter of customer 
convenience than in most other lines, cash sales grew in 
absolute amount but not in relation to total sales. Other- 
wise it appears that the increases in cash sales were more 
in the “luxury” trades than in those dealing with basic 
necessities. 
Limitations of the Data 
Reports for about 6,000 respondents are included in 
the 1942 Retail Credit Survey but since some of these 
were outlets of chain organizations which could not be 
included in the regional or size analyses, the more de- 
tailed statistics were based on a sample of nearly 5,000 
respondents. The following table shows the percentage 
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SAMPLE COVERAGE OF THE 1942 RETAIL CREDIT SURVEY 





Percentage 
of sample 
to total* 


Kind of business 





SEE SRE COE 51 
EEE FEE PERE LSA 17 
"Ee 14 
Heating and plumbing equipment dealers__------~-- 11 
Be SE Seincdnncnsuedetiecbenatwandsecs 11 
ee ee 10 
Automobile tire and accessory stores__....-.------ 10 
Coal, fuel oil, and wood dealers__.__..-...--..----- 9 
Lumber and building material dealers_..._...---~- 8 


Household appliance stores......................... 7 


Jewelry stores 
Hardware stores 
RN i ial inrgeianadlaaigiesunmmanmal 3 
Automobile dealers 2 

? 






Grocery stores , 











*Total dollar volume of sales of all stores for which data 
were used in this Survey as a percentage of estimated national 
volume for these trade lines in 1942. 


of sales of the reporting sample to the estimated total 
retail sales for that line in 1942. 

It is evident that samples of some of the lines are 
adequate for analysis of national figures while others are 
clearly too thin. This Survey was based entirely on 
reports of credit-granting stores; therefore, the figures 
tend to understate the proportion of cash business and 
may not be representative of credit practices in stores 
more largely on a cash basis. In addition, the reporting 
stores were concentrated in somewhat larger cities where 
credit practices are not necessarily the same as those in 
medium-sized and smaller towns. Furthermore, the 
aggregate data for a few lines as, for example, grocery, 
and automobile tire and accessory groups, include an 
overweighting of chain stores in which credit practices 
are not typical of those at independent stores. Notwith- 
standing these limitations, the Survey is of value in indi- 


cating the direction of change and other important credit - 


developments. 


When broken down into Federal Reserve districts, size 
groups, and city aggregates, a considerable margin of 
error must be allowed for in the analysis. Nevertheless, 
most of the conclusions to be drawn from this Survey 
would be true even with a large allowance for variations 
in the underlying data. 


During 1942 there were a number of important 
changes in the character of business conducted by the 
various trade groups and in the nature of credit trans- 
actions which are not reflected in the reported statistics. 
In several trade lines, such as automobile dealers, auto- 
mobile tire and accessory stores, and household appliance 
stores, new lines of merchandise were added in an effort 
to offset loss of sales in the major lines which had 
formerly furnished the bulk of business at these outlets. 
In some lines, it may be presumed that during the period 
of heavy inventory accumulation in 1941 and early 1942, 
a substantial volume of the instalment paper acquired 
through sales to consumers was sold in order to free 
working capital. In the latter part of 1942, however, 
when inventories were dwindling, there is some evidence 
that a larger proportion of the instalment paper created 
was retained. Another factor of possible consequence 
was the “trading up” by many buyers; that is, the move- 
ment of buyers into higher price lines. All of these fac- 
tors may have influenced the structure of retail credit 
substantially. 





“IT have just received the first issue of the Better Letters 
Service, and may I offer my congratulations to you for the 
very fine fashion in which you have prepared this material 
and presented it to those who have subscribed for this excel- 
lent service. It certainly is most constructive, and, | am 
sure, will be very helpful to the subscribers in making it possible 
for them to write better letters to their customers in the future. 
I do not believe any of us have reached a point where we 
know all that we should about writing better letters, and 
that is why I felt the necessity of subscribing to the service 
you have offered”—Dean Ashby, Credit Manager, M. L. Parker 
Company, Davenport, Ia. 


“I have recently received the first number of the 
new edition of the Better Letters Service, which I 
thought was exceptionally good, and I feel that with 
the others to come it will be a great help to all of 
us credit men.”—Arthur Richards, Credit Manager, 
A. B. Sutherland Co., Lawrence, Mass. 

=<) 

“The membership of the National Retail Credit Associa- 
tion. should be thankful that you have initiated a survey of 
postwar credit problems, and this fact should impress credit 
granters, who are nonmembers, of the substantial contribution 
the National is making to the welfare of their interests. Either 
we who have a vital, bounden interest in the function of credit 
shall prescribe necessary codes of practice, or we shall yield 
to restraints which professional social reformers feel will 
correct most ef mankind’s ills.”—Alexander McDermid, Myers, 
Albany, N. Y. 

—) 


“I have been very much interested in the work of 
the National Retail Credit Association for a long 
time, and I believe that the study of credit terms 
and policies for a postwar period, which you are 
undertaking, is very important.”—S. C. Patterson, 
Manager of Credits, The Neusteter Co., Denver, 
Colo. - 


“We should formulate plans immediately to seriously con- 
sider the aims of the N.R.C.A. Postwar Planning Committee. 
It is necessary to keep uppermost in our minds that we are 
now working under a wartime regulation that is completely 
serving its purpose. When the war is over, credit terms and 
policies should be back in the hands of business and its rep- 
resentatives and credit men. I am very much interested in 
the deregimentation of business, for I believe that when free 
enterprise is lost the very foundation of our country is doomed.” 
—H. R. Leveen, Credit Manager, Reynolds-Penland Co., 
Austin, Texas. 

| 


“Your course on Retail Credit Fundamentals has 
been of benefit to me from start to finish and I con- 
sider the five dollars paid for it one of the best in- 
vestments I ever made. The book alone is worth 
more than the price paid.”—J. J. Fitzgerald, Credit 
Manager, The United Fuel & Equipment Co., 
Denver, Colo. - 


“I have been interested in retail credit work for five years 
and have learned much from actual experience, but your course 
on Retail Credit Fundamentals has made me more sure of 
myself. I have noticed that my approach to customers holds 
more interest, and my manner of speech has improved greatly. 
I have received an increase in salary since taking this course. 
I believe I am justified in stating that this alone speaks for 
itself."—Mrs. Doris Lindroth, Interstate Department Stores, 


Inc., Rockford, Ill. 
>) 


“I believe that postwar credit should receive care- 
ful attention and study, particularly with the object 
of having conservatism in connection with credit 
granting, and freedom from federal control, or re- 
strictive measures.”—James Pritchett, Credit Man- 
ager, White House Dry Goods Co., Beaumont, 
Texas. 
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New Credit Head at Palais Royal 

C. N. Child, formerly with Frederick Loeser & Co., 
Brooklyn, has been appointed Credit Manager at the 
Palais Royal Department Store, Washington. He suc- 
ceeds F. Hocker who resigned to join the Army. Mr. 
Child was associated with the Loeser organization for 
many years and since 1928 he was Assistant Credit 
Manager. 


L. C. Bunnell Joins Peck and Peck 
L. C. Bunnell, formerly Credit Manager of the 
Steinbach Co., Asbury Park, N. J., is now Credit and 
Collection Manager of Peck and Peck, New York City. 


New Credit Manager of Frederick & Nelson 

Lyman Buzard, formerly Office Manager and Assistant 
Comptroller of Frederick & Nelson, Seattle, Washington, 
has been appointed Credit Manager succeeding M. L. 
Storhow who is now Service Superintendent of that 
firm. Myron C. Law, Comptroller, has been promoted 
to General Operating Manager of the store and E. C. 
Moeloth, Chief of the Corporate Audit Staff of Marshall 
Field, Chicago, has been appointed Comptroller. 


Accountants and Auditors Needed 
There is an urgent need in the Government service for 
accountants and auditors according to the U. S. Civil 
Service Commission. The positions pay from $3,163 to 
$7,128 a year. Many of the positions to be filled at 
the present time are in the General Accounting Office, 
the Office of Price Administration, the Reconstruction 
Finance Corporation, and the War Department. Women 
are also urged to apply. For further information apply 

at your local Civil Service Commission office. 


Your Account 


Is in Default 





: | 
| 
| | 
| | 
| 
| Under the Consumer Credit 
1 Regulations of the Govern- | 
| ment, we are not permitted | 
to charge further purchases | 
of listed merchandise to | 

i | 
; your accoun t until the 
{| amount in default has been 
| paid or satisfactory arrange- 
| ments made. | 
| 
| | 
; | 
j | 


Prompt payment will 
remove this restriction 
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Killed in Action 


Frederick E. Fluegel, General Manager of the Iowa 
Adjustment & Credit Bureau, Cedar Rapids, Iowa, has 
been notified by the War Department that his son, Ted, 
previously reported missing, was killed in action in the 
European area. He was a gunnery sergeant on a Flying 
Fortress. Our sincere sympathy is extended to Mr. and 
Mrs. Fluegel and other members of their family in the 
loss of their brave son and brother. 





Henry Block New Credit Manager at Eiband’s 

Henry Block has resigned as Secretary-Manager of the 
Galveston Merchants Association to accept the position 
of Office and Credit Manager, Eiband’s Department 
Store, Galveston. He succeeded Niels J. Niedermann 
who retired. 





Positions Wanted 





“THAW OUT” those frozen accounts with 


DEFAULT STICKER 


Here’s a Sticker expressly designed to assist credit 
granters to collect their defaulted accounts. It is the 
outstanding Sticker in our series of Regulation W col- 
lection aids, and carries a message with a “punch.” 
What’s important, too, it’s carefully worded to meet all 
the requirements of the regulation. For use with all 
statements and notices on defaulted charge accounts. 
Attractively printed in red ink on white gummed paper. 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building 








EXPERIENCED Crepir BuREAU MANAGER: Open for 
position September 1. First class references will be 
furnished. Address Box 71, Crepir Wor tp. 

CrepiT, COLLECTION AND OrFIcE MANAGER: Many 
years’ experience in the retail field. Desires position in 
or near Kansas City but would go South, preferably 
Texas. Married, draft exempt, excellent references. 
Available now. Address Box 91, Crepir Wor p. 

BurREAU, COLLECTION AND CreDIT MANAGER with 
many years’ experience desires to lease or manage, on 
contract, credit bureau in town of 25,000 or more. Ad- 
dress Box 92, Crepir Wor Lp. 


this National Approved 


PRICE $2.00 A THOUSAND 


St. Louis 3, Mo. 
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Saint Paul, Minnesota 


At the Saint Paul Retail Credit Association’s annual 
meeting, the following officers and directors were elected: 
President, T. J. Olsen, Milton Rosen Tire and Rubber 
Co.; Vice-President, Edward E. Schoen, Rex Oil Co.; 
and Secretary-Treasurer, T. L. McGill, Mutual Credit 
Rating Exchange, Inc. Directors: Irma M. Radcliffe, 
The Emporium of St. Paul; Russell D. Thompson, 
Commercial Service Co.; Kathryn Rasey, M. L. Roths- 
child and Co.; Clarence Primasin, Minnesota Milk Co.; 
John H. Strapp, American National Bank; and Elmer 
B. Rowley, Commonwealth Electric Co. 


San Antonio, Texas 


For the second time in the history of the San Antonio 
Retail Credit Association members were honored by 
having a woman become their President. Officers and 
Directors elected at their recent annual meeting include: 
President, Ada Shepherd, Frank Brothers; First Vice- 
President, Roy Reese, Dairyland; Second Vice-President, 
R. E. Witten, W. E. Dean Co. ; and Secretary-Treasurer, 
T. C. Tarin, San Antonio Retail Merchants Association. 
Directors: Frank Seffel, City Public Service Board; 
W. J. Pieper, Paul Anderson Co.; Mrs. J. Ridgeway, 
Carl’s; Mrs. Z. H. Hampton, Fomby’s; W. P. Stein- 
man, Karotkins Furniture Co.; Joe Schneider, Schneider 
Printing Co.; Murray Betts, Stowers Furniture Co.; 


E. A. Arredondo, Texas Jewelry Co.; and Joe Kearns, 


Zizik-Kearns. 


Nashville, Tennessee 


At the annual election of Officers and Directors of 
the Nashville Retail Credit Association the following 
were elected: President, Herbert G. Aldred, Nash- 
ville Trust Co.; First Vice-President, Max E. Tilghman, 
Caster-Knott Dry Goods Co.; Second Vice-President, 
Marjorie Odom, Anthony Pure Milk Co.; and Treas- 
urer, H. N. Lampley, Nashville Pure Milk Co. Direc- 
tors: Harvey King, Tennessee Adjustment Service, Inc. ; 
W. E. Wilkerson, American National Bank; Violet 
Hunter, Gilbert’s; Katherine Anderson, Geny’s; P. G. 
Wright, W. L. Hailey & Co.; J. E. Wells, Jr., H. G. 
Grimes & Co.; and Rhue Roberts, Bell’s Booteries. 


District Thirteen at Milwaukee 


The annual meeting of District Thirteen was held in 
Milwaukee on June 30. Elected at this meeting for the 
current year were the following officers and directors: 
President, Lewis Skinner, Roberts Co., Indianapolis; 
Vice-President, Oscar Spletter, C. Niss & Sons Inc., 
Wilwaukee; and Secretary-Treasurer, Mrs. Harriet 
Jewell, Robertson Bros., South Bend, Ind. Directors: 
F. L. Moore, Wieboldt Co., Chicago; Betty Davis, 
Southern Tea Room, Rantoul, IIl.; C. J. Berner, Wis- 
consin Electric Power Co., Milwaukee; J. J. Lavengood, 
J. C. Proctor Lbr. Co., Peoria, Ill.; and Harold Scherer, 
The Monroe Clinic, Monroe, Wis. F 














AMENDMENT NO. 10 TO 
REGULATION W 


Issued hy the Board of 


bovernors of the 


Federal Reserve 
oystem 


Effective September 1, 1943 


Regulation W is hereby amended in the 
following respects, effective September 1, 
1943: 


1. By striking out the figure $5.00 in Sec- 
tion 5(f) and inserting in lieu thereof the 
figure $10.00 so that section 5(f) will read 
as follows: 


(f) ‘‘Authorization’’ of small items.—In 
case a Registrant makes a charge sale of 
a listed article the cash price of which is 
$10.00 or less, he shall not be deemed to 
have violated Section 5(b) if the person 
authorizing such sale on behalf of the Reg- 
istrant acts in good faith without knowl- 
edge that the customer’s charge account 
is in default, provided the Registrant, 
promptly upon discovery that such charge 
account is in default and in any event with- 
in 15 days from the date of sale, makes a 
request of the customer that he either 
return the article or else pay for it in full 
immediately. 

2. By adding at the end of the first para- 
graph of section 12(m) entitled ‘‘Cycle 
Billing’’ the following sentence: 


Such provisions shall be applicable also 
to any Registrant who shall have estab- 
lished such a system after having received 
from the Federal Reserve Bank of his dis- 
trict a notification which is still in force 
stating that the Federal Reserve Bank is 
satisfied (1) that the system is intended to 
effectuate operating economies with re- 
spect to manpower or office machinery and 
(2) that its adoption is not for the purpose 
of circumventing this regulation. 
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How Smaller Stores Collect Their Accounts 


O ASCERTAIN what collection systems have 

been found most suitable during wartime, credit 

executives of the smaller stores were asked, ‘““What 
methods do you use to collect accounts today?” A few 
of the answers appear on this page. 

F. J. Redding, Credit Manager, Kay’s, Lima, Ohio: 
“Our system is probably no different from many others, 
especially in this respect, that we do not send notices 
until after an account is in default. This rule applies 
both to open and instalment accounts. Two of the 
letters used for collection purposes which we have found 
very effective are enclosed (Figures 1 and 2).” 

Fred Jackman, Credit Manager, Sedgwick Furniture 
Company, Springfield, Mo.: ‘When an account is set 
up on our ledgers, we record the due date. “Two days 
after due date, we mail our first notice (Figure 3). Ten 
days later, we send a second notice (Figure 4). If 
there is still no response, our collector calls. In dire 
cases we use another form notice (Figure 5).” 

Miss Thelma B. Sprague, Anderson’s Ready to Wear, 
Joliet, Ill.: “An insert (Figure 6) is enclosed with 
monthly statements carrying a past-due balance. If the 
account becomes frozen, a letter is then written. Should 
this fail to get results, the telephone is then used to 
follow-up the account. We find that talking with the 
customer over the telephone secures better results than 
letters, for, at least, one can get a promise. We make 
very few collections by personal calls at the debtor’s 
home.” 

Miss Vera E. Rousculp, Credit Manager, The Leader 
Store, Lima, Ohio: “Before statements are mailed, a 
list of past-due accounts is prepared in triplicate. The 
original goes to the credit bureau, and. the copies are 
held in the credit office for reference when authorizing 
charges. We check payments against this list daily. 

“Itemized statements are mailed at the first of the 
month. Any previous month’s balance is marked, and 
a white sticker (Figure 7) is attached to the statement. 
Then, starting with the 11th of the month, a second 
statement is sent to customers whose accounts are in 
default. An orange sticker (Figure 8) is affixed to 
this statement. 

“At the end of three weeks, if there has been no re- 
sponse to the statements, a letter is sent reminding the 
customer that payment is expected. If only partial 
payment has been made, another type of reminder is sent 
indicating that payment of the balance is required to 
cure the default. ‘Three weeks later, a demand notice 
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is mailed giving the customer 7 days in which to pay 
the account. Should this be ignored, the account is 
then given to a local collection agency for attention.” 

George H. Cooper, Cooper Flowers, Inc., Denver, 
Colo.: ‘We do not use form letters for collections, but 
prefer a more personal appeal. If an account is not paid 
within thirty days after the statement is mailed, we 
use stickers calling attention to the fact that the ac- 
count is overdue. We follow up with a personal note, 
and should that fail to secure payment, we telephone 
the debtor and have a personal talk, asking if there 
are any errors and why the account has not been paid. 
If, after that, the account still remains unpaid, we 
send it to a local collection agency. 

“We have been very successful in regard to collections 
and our losses are small. Of course, we do not open 
any permanent accounts without getting information 
from our local credit bureau.” 

Miss Eva Mentha, Cricket West, Inc., Kansas City, 
Mo.: ‘We exercise extreme care in granting credit, 
and employ a close follow-up of accounts, reminding 
customers not only of the fact that their accounts are 
frozen but also of the high standard of promptness 
required by us. Thirty days after the first reminder, a 
second follows, and should ninety days elapse without 
payment, the telephone is resorted to, along with addi- 
tional letters. Finally, when an account looks as if it 
will be uncollectible, it is turned over to a collection 
agency.” ' 

Miss Virginia Morton, Credit Manager, Killings- 
worth’s, Springfield, Mo.: ‘The methods we use in col- 
lecting accounts are simple, everyday methods—state- 
ments, telephone, and personal letters~> When a plain 
statement has failed, a second statement with a written 
notation or sticker brings results. Telephoning is very 
effective as no one likes to be called about a past-due 
account especially if called at one’s place of employment. 
A personal letter asking the debtor to call at our office 
on or before a certain date also works well. 

“As ours is a small concern, we do not use regular 
form letters. Knowing your customers, having a personal 
interest in their problems, always giving them the 
same courteous treatment you would expect yourself, 
lessens the necessity for any rigid collection methods.” 

Many of the smaller stores have found the N.R.C.A. 
credit bureau insert (Figure 9) helps collections. One 
of its best features is the fact that a typist is not needed 
because the form can be filled out in longhand. Sample 
may be secured from the National Office. 
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That's Elmer, our pet clip. 


His sole purpose in life, as most everyone knows, 
is to hold two pieces of paper together, but our 
Elmer hes enlerged his scope of usefulness and 
has accepted two very definite tasks which we have 


asked him to «do. 


ONE: 


TRO: 


Let's ge: this little matter under the bridge, what 


do you say? 


FIR/ pie 


P.S. 


To securely hold your check for $10.00 to this 
note, which will straighten up that littl- account 
we've talked ebout, and in so GOAN ee eeeee 


Bind the pleasant relationship which has alrays 
existed betveen yourself and us. 


Cordielly yours, 
KAY'S JEWELRY STORE 
F. J. Redding y 
Credit Manager 


Will you please return Elmer with your ansxer? 
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bide SEDGWICK FURNITURE co 
142-5 N. w. Cor. Public Square 


Springfield, Missouri 








/ Miss Janet Crane 
\ 98705 Driver 
Springfield, Missouri 













Each Payment is Expected in Our Office on Due Date 
a Payment of $12.50 Each Month 


—— Ple 







ase remit promptly, 
SEDGWICK FURNITURE co. 

142-5 N.w Cor. Public Square 

Springfield, Missouri 
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KAY'S JEWELRY STORE 
129 N. MAIN sr. 
LIMA, om1o 


















A FRIENDLY REMINDER 


An alarm clock never intends to off 


, P ond, it simply r 
of something we meant to mply reminds us 


do anyway. 


Will you accept this 


letter as a friendly remi 
intended to send us ehdly remind 


r that y 
&@ payment today _ 









Thank you, 






Yours very truly, 


KAY'S JEWELRY STORE 


LIMA RETAIL CREDIT BUR 
EAL 
NATIONAL RETAIL CREDIT ASSN 
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Garnishment of Federal Employees 
R. Preston Shealey 


Washington Representative, National Retail Credit Association, Washington, D. C. 


HAT IS THE STATUS of the pending bill 
WY to permit garnishment of the salaries of Federal 

employees? What does it mean to industry in 
general and readers of The Crepir Wor -p in particular ? 
What may National members do to help in the campaign 
for its enactment? These are questions which this article 
will answer. 

On June 8, 1943, the Subcommittee of the House 
Judiciary Committee, considering the measure, and before 
whom hearings were held March 24, 25 and 30, 1943, 
ordered a report to the full Judiciary Committee, but 
without recommendation. ‘This is a step forward and 
is an answer to those who have felt (representatives 
of business associations included) that the measure 
stands little or no chance of enactment. Recent letters 
received as a result of the circular letter of July 21, also 
indicate progress. 

Opposition to the Bill 

The pending bill is the reintroduction by Representa- 
tive Kefauver of H.R. 694 of the original bill of the 
present session of Congress, and the bill on which 
the hearings were held. It is, however, in the same 
form as the Committee print of the latter, with the 
exception that the brackets in the Committee print of 
H.R. 694 have been removed. This will facilitate con- 
sideration by the full Judiciary Committee. 

The bill has been attacked by labor organizations 
and representatives of Federal employees, upon grounds 
of public policy, the C.I.O. stating at the hearing 
that it not only opposes garnishment of the salaries 
of Federal employees, but those of private industry 
as well. Opposition arguments may be summarized 
generally as being based upon public policy and ad- 
ministrative difficulties. Neither argument has any 
merit, and that this statement is true is apparent from 
a list of Federal employee debtors from a leading de- 
partment store appearing in the hearings. This list, 
though a long one, does not contain the name of an 
employee of a single government-owned corporation. 
This result comes from the decision of the U. S. 
Supreme Court of February 12, 1940, in F.H.A. v. Burr, 
which decision upheld the right of garnishment of the 
salaries of employees of Federal-owned corporations, 
when such corporations may be sued. So impressed was 
a member of the House Judiciary Committee by this 
fact that he wrote to a constituent as follows: 


“IT have read the hearings on the bill, which were 
given before a Subcommittee of the Judiciary Committee, 
and the best argument I know of in favor of the bill 
is that employees working for government corporations, 
who are subject to garnishment, pay their bills, while 
a large number of strictly governmental employees evade 
payment and often make purchases with that in view 
knowing that their compensation under existing laws 
cannot be reached.” 
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As to administrative difficulties, Mr. W. C. Adams, 
President of the Idaho Retail Credit Association (a 
state which in 1939 enacted a garnishment law permit- 
ting garnishment of salaries of its public officials and 
employees), has stated in letters to his delegation in 
Congress that since passage of the Idaho law it has 
been necessary to garnishee only a very small percentage 
of Idaho employees’ salaries. This statement coincides 
with the experience since the Burr decision in the matter 
of employees of government-owned corporations. How- 
ever, it seems to be difficult to convince some government 
agencies that enactment of this law will not only not 
increase administrative difficulties but will actually 
diminish them. 

Salvaging debts of government employees will repre- 
sent a material benefit which will result to merchants 
from enactment of this measure, particularly after the 
duration. But there is another feature of the bill— 
that of providing that a fee shall accompany the writ of 
garnishment. ‘This feature should especially appeal to 
public utilities, banks, department stores, and others 
having large numbers of employees. 

When this feature was recently called to the attention 
of the counsel of one of our leading state retail credit 
associations (a state where industry has complained of 
being swamped by garnishment writs), this attorney 
reacted to the effect that this garnishment measure is 
extremely necessary and entirely proper, and that his 
Association is requesting its state representatives in Con- 
gress to support it. 

Full Support Necessary 

Federal employees, it is true, constitute but a fraction 
of the mass of workers in this country, and for this 
reason it would seem that some National members are 
not taking the interest in this measure that they should. 
They overlook, however, what many know to be a fact, 
that Federal legislation is almost always used as a model 
for similar legislation by State legislatures. For this 
reason, the fee provision providing compensation to those 
who are compelled to answer writs of garnishment, 
affords an additional reason, and an important one at 
that, for every National member to do his best to get 
this measure passed. 

How that can be accomplished is the answer to the 
third question. The letter of July 21 asking merchants 
and banks to write their State delegations in Congress 
requesting support of this garnishment measure has been 
liberally responded to, but not to the extent necessary 
to get this bill through Congress. Therefore, I am 
asking, on behalf of the National Association, that 
members ask their store owners and bankers to write 
or telegraph at once to their friends in Congress request- 
ing their support of this measure. If you will do that 
this bill can be passed, but it must be done at once. 
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Congress reconvenes September’ 14. There is no time 


to be lost. Text of the Bill follows. 
A BILL 


To provide for the garnishment, execution, or trustee process 
of wages and salaries of civil officers and employees of the 
United States. 

Be it enacted by the Senate and House of Representatives of 
the United States of America in Congress assembled, That the 
wages and salaries of all civil officers and employees of the 
United States, its instrumentalities and agencies, except such 
Government-owned or controlled corporations as are subject to 
suit, shall be subject to the remedies of garnishment, execution, 
and trustee process in the same manner and upon such condi- 
tions as may be applicable in the case of wages or salaries due 
from private employers in the State or Territory in which is 
located the court wherein such remedies are sought, but said 
right of garnishment, execution or trustee process shall be lim- 
ited to and based upon a final judgment only after personal 
service upon the debtor and the writ, summons and other pro- 
cess shall be accompanied by a certified copy of such judgment. 
The writ, summons, or other process shall be served personally 
or by registered mail upon the head of the department or 
agency in which the debtor whose wages or salary is sought to 
be subjected to the remedies aforesaid is paid and the said 
writ, summons, or other process shall be accompanied, in addi- 
tion to said certified copy of said judgment, by a statement 
under oath of the judgment creditor suing out such writ, sum- 
mons or other process that he is an original creditor of the 
debtor in such proceeding and that the judgment upon which 
such process is sought does not include interest in excess of 6 
per centum per annum computed upon the original indebt- 
edness. The said writ, summons or other process shall like- 
wise be accompanied by the sum of $2.50 if the judgment is 
$100 or less and $5 if in excess of that amount to be paid by 
the judgment creditor at the time of the service of said writ, 
summons or other process to the head of the department or 
agency so served for and on account of the United States and 
to be converted into the miscellaneous receipts of the Treasury. 
It shall be the duty of the head of the department or agency so 
served as herein provided or such officer or employee of such 
department or agency as may be designated by him, within 60 


days from the service thereof, to respond to said writ, sum- 


mons or other process, by causing to be delivered by registered 
mail or in person to the party designated, or to the officer 
specified in said writ, summons, or other process, a certificate 
stating the amount, if any, of the wages or salary due such 
officer or employee, which amount shall be held subject to the 
further order of the court. Said certificate shall be conclusive 
evidence of the facts therein stated but in no event shall a per- 
son so served be required to leave his office to testify in any 
proceeding hereunder: Provided, however, That there shall be 
deducted from said amount to be so certified such deductions 
from such wages or salary as may by law be authorized to be 
made. It is further provided that said head of the department 
or agency so served or the officer or employee of such depart- 
ment or agency so designated by him shall not be required to 
respond to more than one such writ, summons or other process 
in any one calendar month in respect to the wages or salary 
of any debtor and that in the event more than one such writ, 
summons or other process is served within such calendar month 
upon such head of the department or agency in respect to the 
same debtor it shall be the duty of such head of the department 
or agency to respond to the first of the writs, summons or 
other process so served. 

Sec. 2. The head of the department or agency served as pro- 
vided in section 1 shall cause to be delivered and paid over the 
amount of any wages or salary due any such officer or em- 
ployee aforesaid, in accordance with the order of the court or 
justice having jurisdiction in such proceeding, and any pay- 
ment so made shall constitute a complete and valid acquittance 
of the United States for the amount of the wages or salary of 
any such officer or employee of the United States so paid. 

Sec. 3. That the said right of garnishment, execution, or 
trustee process shall apply not only to civil officers and em- 
ployees of the United States, its instrumentalities and agencies, 
except such Government-owned or controlled corporations as 
are subject to suit, but also to employees of the District of 
Columbia. 

Sec. 4. That the term “Territory” as used in this Act shall 
include pojitical subdivisions of the United States of America. 

Sec. 5. This Act shall take effect immediately but shall not 
apply to indebtedness incurred prior to the date of its approval. 


§353295522052831 





“Postwar Conditions” 
mm: m1 (Beginning on page 8) 


HHH HEBEHTEATH 


When men are morally right in their thinking, they 
cannot go executively wrong. It is repeated: postwar 
conditions will depend on what the planners NOW think. 

If the majority of the planners are thinking reaction- 
ary thoughts, there will probably be the crash that can be 
expected when an irrepressible force comes in contact 
with an immovable object. If the majority of the 
planners have flexible minds, and if they are in sympathy 
with the human ambition to place our civilization on a 
higher and finer plane, the postwar era will probably be 
a period of great rejoicing, industry and prosperity. 

The writer predicts that the optimistic picture will be 
hung on the national wall, just as he predicts that the 
Selective Service Draft Boards will be put into reverse, 
when the war is over, empowered to release the men in 
uniform in an orderly manner, so that they may return 
to civil life without upsetting the economic applecart. 





“St. Louis Billing” 


(Beginning on page 16) 


7. When “will calls” are transferred to a charge account, 
the department number in which the merchandise was origi- 
nally bought is shown on the statement instead of the Will Call 
Department number. 


8. In connection with gift purchases, whenever possible, a 
portion of the salescheck is given to the customer as a checking 
record for purchases sent to another person. 


9. Commercial accounts are billed the same as regular ac- 
counts except that the customer’s order number is shown on 
the statement. 


10. Customers are requested to write (not phone) for further 
information in regard to their non-itemized statement. 


11. All requests for itemized statements are centralized in 
the complaint department, and no exceptions are made to 
favored customers. To all such patrons, non-itemized state- 
ments are mailed each month. If they request the statement 
to be itemized, it is referred to the complaint department where 
the request is recorded for future reference, and an itemized 
bill is prepared and returned to the customer. This itemization 
is done in longhand; it is not typewritten. 


INDERS 


for The Credit World 


CPaMPHLET type with stiff blue fab- 
ricoid covered sides and the words “Credit 
World” lettered in gold. Holds 12 issues. 
There is an individual wire for each issue, 
easily inserted. Every member should 
have a binder for each volume. Price, 


$1.75, postpaid. + ete ate 
Order from 
NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis, Missouri 
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-Bernard A. Farrell-- 





Bernard A. Farrell, since 1928 Credit Man- 
ager of Frederick Loeser & Co., Inc., Brooklyn, 
died July 27 from a heart attack, at his home 
in Oceanside, Long Island, New York. 

Mr. Farrell was a former President of the 
Associated Retail Credit Men of New York 
City (the largest Unit of the National), and 
was a director of that Association at the time 
of his death. He had been a director of the 
Credit Bureau of Greater New York since its 
organization in 1917, and was a faithful at- 
tendant at all meetings of the organization. 
He was a director of the National Retail 
Credit Association during 1940-1941 and took 
a prominent part in the National Convention 
held in New York City in June 1941. He 
was the only local Credit Manager to be 
adopted by the Credit Women’s Breakfast 
Club of New York City. Before joining 
Loeser’s he was, for eleven years, Credit Man- 
ager of Abraham & Straus, Brooklyn. 

Funeral services were held at St. Agnes 
Church, Rockville Centre, of which he was a 
member, and he was buried in Westbury, 
Long Island. He was also a member of the 
Royal Arcanum, Richmond Hill, and the 
Holy Name Society of Brooklyn. 

The news of his death deeply touched his 
many friends who knew him well and admired 
his outstanding ability as a Credit Manager 
and equally his philosophy on life which was 
to spread happiness wherever he went. The 
many fine tributes paid to Mr. Farrell have 
been of great consolation to his widow and 
two daughters who survive him. In behalf 
of the officers, directors and the membership 
of the National Retail Credit Association, we 
extend to his family our sincere sympathy. 
We know that his legion of friends in the 
credit fraternity will greatly miss his valiant 
efforts in the interest of sound credit. 


L. S. Crowder. 


JOOP IW, 
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Retail Credit Survey (Board of Governors of the 
Federal Reserve System, Washington, D. C., 37 pages, 
Free)—The Retail Credit Survey, which was formerly 
conducted by the Bureau of Foreign and Domestic Com- 
merce of the Department of Commerce, was transferred 
to the Board of Governors of the Federal Reserve Sys- 
tem as a part of the program for centralizing the collec- 
tion and analysis of consumer credit statistics. The 
canvass for the 1942 Survey, the first conducted by the 
Federal Reserve System, was carried out by the Federal 
Reserve Banks, and the analysis of the results was made 
in the Division of Research and Statistics of the Board of 
Governors. This pamphlet, issued in July, 1943, presents 
a summary of the analysis. A general summary of the 
survey appears on pages 6-7 of this issue of The Crepit 
Wor.tp. The summary for department stores was in- 
cluded in the June Crepir Wor-p, pages 12-13. 


Know Your Money (Government Printing Office, 
Washington, D. C., 32 pages, 10 cents)—This little 
booklet tells in an illustrated manner, how to know 
counterfeit money, what to do about it, and how to 
guard against forged government checks. Every citizen 
should have a copy of this book. 


Uy 

The Transition From War to Peace Economy 
(League of Nations, Columbia University Press, New 
York City, 118 pages, $1.00)—Every person who is 
wondering whether the horrors of war must inevitably 
be followed by the tragedies of depression and economic 
chaos will want to read this book. The work of a 
group of distinguished economists, under the auspices of 
the Economic, Financial and Transit Department of the 
League of Nations, it defines the objectives of postwar 
economic policy and analyzes the effects of war economy 
and the problems of the transition from war to peace- 
time economy. Most important, it recommends meas- 
ures that must be taken to avert a second, and worse, 
world depression and to establish an enduring and peace- 
ful world economic order. 


ay 
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Wartime Facts and Postwar Problems (The 
Twentieth Century Fund, 330 West 42nd Street, New 
York City )—The people in the United States have reached 
substantial agreement on what they want after victory is 
won, according to this review of wartime changes in the 
nation’s economy and of probable postwar problems in 
eleven major fields of American life. This book gives 
the background facts and poses the outstanding issues to 
be met in the following fields of interest: international 
relations, industry and business, transportation, finance, 
agriculture, labor, public works and urban redevelop- 
ment, housing, health, education and economic security. 
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Chicago Retailers Adopt Standard 
Policy on Will-Calls, Lay-Aways 





A STANDARD POLICY on will-calls and lay-aways has 
been adopted by Chicago retailers working through the 
Chicago Retail Merchants Association. Members of 
the Association have been urging the adoption of a 
standard policy for some time. The essential provisions 
of the policy provide: 

“To avoid possible misunderstandings, the terms ‘will- 
call’ and ‘lay-away’ are defined as transactions in which 
the customer makes a deposit on selected merchandise 
which is set aside for the customer and retained in the 
possession of the merchant pending payment of the 
balance or transfer to an ‘accounts receivable.’ 


“Any merchandise, except perishables, candies, liquor, 
tobacco, and cosmetics, which is sold for more than $4.95, 
exclusive of retailer’s occupation tax and Federal excise 
tax, may be placed in will-call or lay-away, subject to 
the following: 


“1. A deposit of $1.00, or 10 per cent, whichever is 
larger, is required. 

“2. Balance must be paid, in full, and the merchandise 
delivered, within 30 days, except as follows: 

“a. Highly styled lines, such as millinery, shall be 
held for only 15 days. 

“b. Toys and Christmas novelties shall be returned to 
stock not later than December 15. If notice is given 
a customer it shall be so dated that the grace period 
expires on December 15. 


“c. Fall and winter merchandise purchased between - 


March 15 and August 31 may be held until October 1. 

“d. Fur and fur-trimmed coats may be held for 60 
days. Purchases of these articles made between March 
15 and August 31 may be held until November 1. 

“e. Major household appliances and furnishings, in- 
cluding furniture, floor coverings, refrigerators and 
stoves, may be held for 60 days. 

“3. On merchandise specified in 2 c, d and e above, 
which may be held for more than 30 days, monthly pay- 
ments of not less than 10 per cent of the purchase price 
shall be required. 

“4. Notice shall be given to a customer who fails to 
pay the balance within the time limit. If the customer 
fails to respond within 7 days after the notice is sent, 
the merchandise shall be returned to stock. In the case 
of merchandise enumerated in 2 c, d and e above, notice 
shall be given upon the failure of a customer to meet 
a monthly payment and the merchandise may be held for, 
but not to exceed, 30 days before it is returned to stock. 

“5. There shall be no extension of time given any 
customer who fails to make full payment within the 
time limits established.”—Women’s Wear Daily. 




















SOLDIERS’ ano SAILORS’ 
CIVIL RELIEF ACT 


WAIVER FORM 


PREPARED IN RESPONSE to the re- 
quests of financial institutions for a separate 
waiver form—a companion form to our 
GUARANTEE and WAIVER which has 
enjoyed such widespread distribution. 








THIS NEW FORM is a separate waiver 
and designed for use in connection with 
guarantees, notes and comaker contracts. 


MOST RETAILERS have found that our 
GUARANTEE and WAIVER form fully 
meets their needs. Why? Because it is 
valid under the provisions of the Relief Act; 
it is a waiver and guarantee combined; and 
the guarantor has only one document to 
sign. 


FINANCIAL INSTITUTIONS, however, 
have not been able to use the GUARAN- 
TEE and WAIVER form in connection with 
comaker paper. What they require is a 
separate waiver form. Then there are some 
retailers who have their own guarantee forms 
which they wish to use along with a sepa- 
rate waiver. 


IT IS TO MEET the needs of these credit 
granters that this new SOLDIERS’ and 
SAILORS’ CIVIL RELIEF ACT 
WAIVER FORM has been prepared. It 
complies with all the requirements of the 
Relief Act, and the actual text of the ap- 
plicable provisions of the Act is also printed 
on the reverse side. 


FOR BEST RESULTS, should be used in 
duplicate and copy handed to guarantor, 
endorser, surety or comaker. Blocked in 
pads of 100. Actual size 4"x6”". Printed 
in black ink on goldenrod paper. 





1,000 for $2.00 





NATIONAL RETAIL 
CREDIT ASSOCIATION 


Shell Building * St. Louis 3, Mo. 
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taken at the recent Retail Credit Forum in St. Louis was the 
appointment, by President H. J. Burris, of a Postwar Planning 
Committee. 


Louis W. Hilbert, Credit Manager of Stewart & Company, 
3altimore, was named chairman. Appointment of the committee 
personnel was confined to delegates present. Representatives 
from different lines were selected. 


Newly elected President Joseph A. White subsequently de- 
cided that the committee should be representative of the Na- 
tional Retail Credit Association as to location and types of busi- 
ness. Accordingly, invitations were extended to 133 credit men 
to serve as local chairmen. Each chairman will in turn select a 
representative group in his city for the purpose of studying 
postwar credit plans and to submit to the National office recom- 
mended credit terms and credit policies. These recommenda- 
tions will be studied by a committee of thirteen members, one 
from each of the N.R.C.A. districts, and suggestions of that 
committee will be carefully considered by the Board of Directors 


of the N.R.C.A. 


It is hoped that with the winning of the war complete credit 
control will again be placed in the hands of eredit granters, 
that sound credit terms will be adopted generally and followed, 
and that competition, as dictated by good business, will be re- 
stricted to merchandising and service. 





The thoughts of management on the subject, for the guidance 
of the committee, will be appreciated and will help us in our 
effort to constructively serve our members and their customers. 
In doing this you will be contributing your bit toward the build- 
ing of a successful credit structure, the maintenance of which 
will be necessary in the granting of credit in the postwar period. 


Your cooperation and suggestions will be helpful. 





—_ 


LL. S. CROWDER 
General Manager-Treasurer. 


2733V 







































































